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Country Ledger 
Department, : 
First National Bank, 
Cleveland, Ohio 





N 1915, the First National Bank 

of Cleveland, Ohio, decided 

to install modern methods of 

accounting. After a careful investi- 

gation they adopted the KaLamazoo 

loose leaf equipment in their Commercial 

Department. Just how productive and successful 

this installation was, has been shown by the adop- 

tion of Katamazoo and mechanical methods in 
other departments of this great bank. 


The service we rendered The First National Bank 


in assisting them to achieve efhciency and economy 
we can render you. 


Kalamazoo Loose Leaf Binder Company 


L KALAMAZOO Service Sales Offices Everywhere MICHIGAN 
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REG. U.S. PAT. OFF. 


Complete 
Systems 
or every ) a 
Cabinet ~ Be fot 


= Drawer Latches 


) 
NQ > 


No. 5804 letter-size. Also made 
in bill, cap, document, check, 
storage, and 5x3, 6x4 
and 8x5 card record 
sections. 


; ie 
/ Burroughs 


Clearing House 


“vy and BE" “Fire Wall’’ Steel Filing Cabinets in the offices of the National City Co., New York 


“Fire-Wall” 


Steel Filing Cabinets 


FTER a period in which the Government 
required all our ‘‘Fire-Wall’’ cabinets, we are 
again able to offer these supremely protective files 
to the general business public, for immediate 
delivery. These cabinets are built like safes—with 


more insulation than many safes—but are sold a¢ 
cabinet prices. 


‘*Fire-Wall’’ construction is an exclusive ‘‘Y and 
E’’ invention which overcomes the heat conductivity 
of ordinary steel files. Without this construction, 
the contents of steel cabinets are exposed to rapid 
consumption in severe fires. 


There are 4,000 “Y and E” Products for Banks 
EFFICIENCY DESKS STEEL SHELVING 


“FIRE-WALL” CABINETS CORRESPONDENCE SYSTEMS 
“Y AND E” WOOD CABINETS SHANNON “LOCK-ARCH” FILES 
VAULT STEEL CABINETS BANK CARD SYSTEMS 


VAULT TRUCKS CREDIT SYSTEMS 
“Y AND E” MACHINE BOOKKEEPING TRAYS, SHEETS, AND INDEXES 


No charge for our System Service 


YAWMANANDFRBE MFG.@. 


ROCHESTER, N. Y. 
Makers of ‘‘Y and E”” Filing Devices and Office Systems 


Branch or Agency Stores in all principal cities — special 
representatives elsewhere 


In Canada: The Office Specialty Mfg. Co., Ltd., Toronto 
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Blodgett's Book for 





Bankers 


Published in The Burroughs Clearing House by 
HARVEY BLODGETT COMPANY 











A Word About Harvey 
Blodgett's BOOK 
for Bankers 


“Why do you print HARVEY 
BLODGETT’S BOOK FOR BANK- 
ERS in The Burroughs Clearing 
House?’”’ 

This question was asked of us re- 
cently by a banker who was, for sev- 
eral years, an interested reader of our 
“BOOK FOR BANKERS” when we 
published it in magazine form. 

The answer we gave him may inter- 
est others. 

We started to print our house organ 
in The Burroughs Clearing House 
as a war conservation measure. We 
found The Clearing House going into 
every bank in the land. We knew of 
the high esteem in which it is held by 
bankers. So we gave the plan a trial. 
The results were so satisfactory that 
we decided to continue to place our 
message before the bankers in this way. 


Doubtless in time we will resume the 
publication of “BOOK FOR BANK- 
ERS” in magazine form as heretofore. 
Even though we do, we shall continue 
to advertise in The Clearing House. 
It pays. 


Capturing Opportunities 


Banks have a great deal to say to the 
public about being prepared to seize 
opportunity. 

It is good to be consistent. 
bank seizing its opportunities? 

Are you “trading up” your custom- 
ers? 

Are you promoting interdepart- 
mental patronage? Are you using 
methods to introduce customers of one 
department to the others? 

Do you merely “receive’’ accounts or 
do you encourage their growth after 
they are opened? Is your attention 
paid exclusively to adding new cus- 
tomers? 

Every bank has undeveloped oppor- 
tunities. The Harvey Blodgett Com- 
pany often discloses them through its 
analysis. Send for our analysis sheet 
and let us see if we cannot offer you 
some helpful suggestions. 


Is your 


FINANCIAL ADVERTISING 


ST. PAUL, CHICAGO and NEW YORK 








JUNE. 1919 








The Modern Way to Conduct 


a Bank Advertising 
Campaign 


Sometimes a banker contends that 
no one who is not intimately asso- 
ciated with the daily routine of his 
bank can competently plan, write 
and execute for it a publicity campaign. 

So he designates an officer to take 
charge of the bank’s publicity. Fre- 
quently this officer is already over- 
burdened with other duties and makes 
a side issue of the publicity work. 
Perchance he employs an advertising 
manager. As there are few men 
equipped with experience in this highly 
specialized work a newly employed ad- 
vertising manager must acquire his first 
experience in his new duties. There are 
not enough trained advertising manag- 
ers to fill all the positions awaiting them. 

One cannot deny that previous ex- 
perience in planning publicity for a 
bank stands in good stead when one 
undertakes the work. The more ex- 
perience, the greater the results. 

Two kinds of experience are neces- 
sary; two kinds of skill are brought 
into play in successful bank publicity. 

First, the technical skill and the lit- 
erary ability which are essential in plan- 
ning the work and writing copy which 
will inspire and inform—and get results. 

Second, the administrative _ skill 
necessary to put over a campaign suc- 
cessfully. 

These two kinds of skill are not 
usually found in one individual. 

- ) 

The Harvey Blodgett Company has 
analyzed conditions in thousands of 
banks. It has planned many cam- 
paigns covering a wide variety of 
conditions. It has met innumerable 
problems and solved them. 

It has a breadth of experience 
which no individual who has con- 
fined his efforts to a single bank could 
possibly have. 

This company employs skill in writ- 
ing copy for which few banks can afford 
to pay. Our clients command the 
services of not one, but several who 
make bank publicity their life work. 

With this experience and this skill 
the Harvey Blodgett Company can, 


No. 3 





after a survey, lay out publicity plans 
and prepare copy and material which 
will produce results. 

It cannot administer a campaign 
for a client. That must be done by 
some one in the bank. 

The ideal arrangement is to employ 
this organization to make the survey 
and analysis, to lay out the plans, to 
prepare the material; and then to desig- 
nate an “administrator”’ who will han- 
dle the details of the operation of the 
campaign, with the counsel and co- 
operation of this organization. 

In this manner the maximum of 
results may be obtained. 

” 

Advertising managers of many banks 
are large patrons of this Company. 
They do not consider it a reflection 
upon their own ability to buy material 
which we have prepared. They are in 
the market for things which will aid 
them in getting business for their in- 
stitutions. And the most discrimi- 
nating ones know of the resourcefulness 
of the Harvey Blodgett Company. 


*“Now, Let's Go!” 


All the reasons which bankers have 
given during the last two years for 
holding aggressive “‘new business’”’ plans 
in abeyance have ‘“‘expired by limi- 
tation.”’ 

There will be no more popular loans. 

It remains for the banks of the 
nation to “‘sugar off” on the great thrift 
campaign which the government has 
conducted. 

In doing so it will consolidate the 
thrift movement to the everlasting good 
of the nation. 

Millions of new savers must be trans- 
planted quickly to the savings bank. 
Their new born thrift incentives must 
be assiduously cultivated else, in count- 
less numbers oar will die. 

7 

Now has the long-awaited day of 
opportunity come to the nation’s banks. 

The Harvey Blodgett Company has 
prepared for this day. 

Any Bank or Trust Company that 
wishes to tie up permanently with the 
nation-wide thrift movement will do 
well to get in touch immediately with 
The Harvey Blodgett Company. 

We are ready. Are you? 
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HARVEY BLODGETT’S BOOK FOR BANKERS 











A Waiting List for Your 
Safe Deposit Department 


Since everyone has become a Lib- 
erty Bond owner the Safe Deposit busi- 
impetus. 


ness has received a great 
The difficulty of 
getting addi- 
tional equip- 
ment during the 
war has made 
it impossible for 
banks to supply 
the demand. 
There are fewer 
vacant safe de- 
posit boxes than 
ever in history. 

Some banks 
are satisfied if 
their safe deposit 
equipment is 
nearly full. Every safe deposit vault 
should have a waiting list. Have you 
thought of the advantages of such a 
situation? 

If you had but a dozen vacant boxes 
and advertised that fact you would 
witness a scramble for them. It is 
human nature to want things if there 
is any question about being able to get 
them. It is a common trait for peo- 
ple to want something of which there 
are but a few left. If you doubt it, go 
to a “remnant sale’”’ and see how the 
“last opportunities” are snapped up. 

If you have a waiting list in your safe 
deposit department those who now 
hold boxes will be reluctant to give 
them up. Those who have outgrown 
their present boxes will look for larger 
accommodations in your vault before 
going elsewhere. 

People like to be among the lucky 
number who have things other folks 
want but can’t get. 

When you can advertise that your 
boxes are sold out.and you have a wait- 
ing list the public will take note of the 
popularity of your institution. Froma 
psychological standpoint a waiting list 
is a remarkable asset. 

If you are in doubt about the ad- 
visability of enlarging your safe deposit 
capacity just conduct a campaign of 
publicity appraising the public of the 
crowded condition of your present 
facilities and offer to receive applica- 
tions for space in your proposed exten- 
sion. Do it properly and you will rent 
your space long before it is ready. 

In the future there will be greater de- 
mand than ever for Safe Deposit space. 
The millions of Liberty Bonds and the 
other securities which the public is 
learning to buy must be housed safely. 
Stories published every day about the 
losses of Liberty Bonds will cause the 
public to seek safeguards. 























If you want to rent your safe deposit 
space and create a waiting list, ask for 
the Harvey Blodgett Company’s plans 
for accomplishing this result. 


The Bank's Mailing List 


The demand for intensified effort in 
developing the opportunities which lie 
as “‘acres of diamonds” under the feet 
of every bank official suggests imme- 
diate attention to the mailing list. 

Every bank should have an up-to- 
date mailing list. 

There should be a central list of 
present customers of each department. 
This list should be worked intensively 
in behalf of other departments. 

There should be a list of prospective 
checking customers; also of prospective 
savings depositors—in fact, a list of 
prospects for every department. 

The compilation of names of pros- 
pective customers involves many dif- 
ficulties. 

Mr. Blodgett is making preparations 
to prepare a brochure answering some 
of the troublesome questions concern- 
ing bank mailing lists. 

He wants to make it a symposium of 
the experiences of successful bankers. 
Any who will write him, telling how 
they have successfully solved this prob- 
lem will be presented a copy of the 
brochure when completed. 

Contribute your experience and, in 
return, receive the valuable suggestions 
of others. Address Harvey A. Blodgett, 
University and Wheeler Aves., St. Paul. 


How About the Victory Loan 
People ? 


Your bank is going to be a pay sta- 
tion for many Victory Bond buyers. 
Many people are going to find their 
way inside your 
doors for the first 
time in their 
lives. For many, 
| the final pay- 
ment on their 
Victory Bonds 
| will be the last 
time. 

Many of your 
present savings 
depositors will 
suspend their 
deposits while 
paying for their 
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Are you doing 
your part to make thrift a permanent 
thing with all these people? 
There’s a way to do it. 
gett. 


Ask Blod- 


What the Harvey Blodgett 
Company Does 


1. Newspaper Copy: We prepare 
Newspaper Copy upon a yearly con- 
tract basis, monthly submissions, guar- 
anteeing conformity to inc-vidual re- 
quirements. 


2. Savings Development: Long 
and successful experience in analyzing 
conditions in savings departments and 
devising plans for the development of 
Savings Accounts has won national 
distinction for our organization. 


3. Commercial Department: We 
offer concrete plans for encouraging the 
growth of Checking Accounts and for 
bringing commercial depositors into 
closer relationships with officers. 


4. Trust Company Publicity: Our 
plans provide the client with an effi- 
cient New Business Department, insur- 
ing present as well as future profits. 


5. Safe Deposit: There should be 
no vacant safe deposit boxes these 
days. If you have any, get our plans 
for renting them. 


6. Investment Advertising: Our 
experience in the field of financial ad- 
vertising enables us to render intelli- 
gent service in conducting campaigns 
for investment houses. 


7. Complete Publicity Plans: Your 
bank’s publicity this year should be 
administered with capable guidance 
and under a controlling plan. On re- 
quest we will make an analysis of your 
opportunities and recommend methods 
by which you may procure maximum 
results with your customary outlay. 
Particulars on request. 


Our Experience 


We number among our clients many 
metropolitan banks and trust com- 
panies; also many country banks, and 
financial institutions in cities of every 
class. Correspondence invited. 


THE 
HARVEY BLODGETT 
COMPANY 
HARVEY A. BLODGETT, President. 


Home Office, University and Wheeler Aves.. 
ST. PAUL. 


WARREN R. GILLIAM, Vice-President. 
First National Bank Building, CHICAGO. ILL. 
GEO. E. CARHART, Vice-President. 


(Personal service contracts.) 


258 Broadway, NEW YORK. 
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~ Plan Your Bank Equipment 


with a Uae 


You can select Van Dorn steel office furniture and filing equipment 
for your bank direct from stock on hand, ready for immediate delivery. 


The same expert knowledge of steel fabrication which has placed Van 
Dorn built-to-order work in the country’s largest and finest banks, is 
employed in the production of our stock line. 


The wide range and completeness of the line enables you to standard- 
ize on steel filing cabinets and cases to fit every conceivable filing 
need, all in the same harmonious design and finish. 


Where built-to-order work is desired our Engineering Department 


will gladly aid you in planning special cases, counters and steel and 
bronze work. 


The latest Van Dorn catalog illustrating the newest ideas in steel filing 
equipment will be sent to bank officials upon request— together with 
name of nearest dealer. 


The Van Dorn Iron Works 


Established 1865 CLEVELAND, OHIO 





Steel Files—Safes—Desks 
Vault Shelving—Lockers 


A grouping of five Van Dorn Counter Height Cases 


Card File Document File Cupboard Map or Blue Print File Book File 
Style 5114 Style 5104 Style 5108 Style 5116 Style 5118 





ADVERTISING SECTION 


catalog 


Any desired arrange- 
ment of Van Dorn 
Sections can be as- 
sembled upon a Van 
Dorn truck base to 
make a most conven- 
ient filing omnibus. 


Van Dorn pigeon hole cases 
can be equipped with Van 

orn cust s’ deposit boxes, 
check drawers, legal blanks 
and stationery drawers, etc. 





Style 5311 








Style 5313 








Style 5364 


Van Dorn bond boxes are handsome examples 





Van Dorn customers’ 


box section. 


of cabinet work in 
steel. 


Style 
5441 
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Fill > fif yi f the star—the Vic , ica , ‘ + 
illing the fifth point of _ star the Victory Liberty Loan. Low er left and upper right—U. S. tanks mounted with captured German guns and a pyramid 
of German helmets on **Victory W ay. New York. The huge American guns and the monument shown in the ; 
other three pictures were highlights in Chicago's loan campaign 








Thrift=Looking Five Years Ahead 
























Maturity Approaches for Billions | 


B Some Suggestion Concerning How 
in Victory Bonds and War Savings 


Banks Can Encourage Future Thrift 


T IS an axiom of economics that 

there is no capital until there is 
a surplus. With the individual the 
surplus first manifests itself, after all 
necessities have been provided for, as 
leisure time. If the individual is aggressive, By 
this time is available for labor, and the 


stamps. Four and one-half bil- 
lions, constituting the Victory 

Loan, will be retired in four or five 
years. A large percentage of this 
money has been turned over to the gov- 
ernment by the working classes. In addition 


to this unprecedented popular investment 
labor in turn produces a surplus of food GEORGE E. LEES in short term notes, people of moderate 


or other commodities, which in their turn make it incomes have absorbed, practically without aid from 
possible to employ more time for still further produc- higher financial centers, a couple of billion dollars’ 
tion. Where money is the medium of exchange, the worth of War Savings stamps, which will be redeemed 


excess surplus is converted into cash, and according commencing in a little over three years and a half. 
to the wisdom of the individual the cash is invested 


By no means all of this money was pre-existent 
ind capital is created. 


capital when we went into the war. Much of it came 

In our two years of big war experience there has from current savings or surplus earned and put into 
been visualized the most tremendous aggregation of reserve since the war began. Some of it is yet to be 
surplus cash ever brought together in this country. earned, but it is safe to say that before the government 
A large percentage of this capital was provided by  redeems the earliest bonds and the savings stamps, the 
wage earners and people of moderate incomes. In __ subscribers to the securities will have full title to them. 
most cases these people had no previous training or What will happen when all these billions of dollars 
experience as capitalists, but through the emergencies are returned to the millions of people to whom they be- 
of war they have in fact become stockholders in the long is a rather large question for bankers to think out. 
war business of the United States government and are The money invested in the first, second, third and 
now receiving interest incomes at rates varying from fourth Liberty Loans is beyond the scope of this 
314 per cent to 434 per cent. article, because of the remoteness of the redemption 

As it is the purpose of this article to discuss solely dates, but the money that went into War Savings 
the popular side of the surplus or capital that has been stamps and the Victory Loan notes, in addition to 
recently invested in war securities, we can at once what is still, even half-heartedly, going into War 
dismiss the participation of trained and resourceful Savings stamps, will come back at a time that is 
investors in the five issues of Liberty bonds, and limit so proximate that some attention toward directing it 
our attention to the interests of those whom we group _ into useful channels seems absolutely necessary at once. 
famildrly, and unjustly, under the title of the “‘com- Too many things are done in thiscountry by accident. 
mon people,” and further direct our attention espe- Wehave such a large margin above our rigid necessities 
cially to the interests of that class in the short term that in a general way we often neglect to calculate 
notes of the fifth or Victory Loan and in War Savings _ toa fine point in reference toour direction. Even when 


~ 
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left to an accidental procedure, an 
adverse accident seldom paralyzes 
us completely, and a favorable acci- 
dent simply emboldens us to trust 
more hopefully to luck the next time. 
This, while within our resources, is 
tolerable, but inefficient. Where- 
ever there is a_ possibility for 
calculation it seems obvious that 
procedures should be figured out 
mathematically, and not left with 
any measure of chance as to the 
result. The war itself was a pre- 
dictable thing, but we went along 
in our accidental and unobservant 
way, and hardly a nation on earth 
realized that we were headed 
straight for war, excepting France, 
and France didn't know when the 
war would occur. However, she 
knew that it was going to happen 
and as a result France was the 
readiest nation of us all. If she 
had not been, the Kaiser might be 
eating in Paris today. 

Fortunately, we know that the 
redemption of short-term govern- 
ment notes and War Savings 
stamps is an eventuality that is 
fixed in time, exactly dated for the 
future and subject to definite 
prevision and provision. 

Limiting our forethought to this 
one fiscal fact, that an almost un- 
thinkable aggregate of capital will 
in less than five short years, be 
momentarily released for other 


A large percentage of this capital was provided by 
wage earners and people of moderate incomes 





uses, let us consider the possibilities 
of the case and prepare plans that 
will be directive for the largest 
benefit of all concerned. 

It is historical that wages ad- 
vance more slowly than commodity 
prices. Lacking definite figures, | 
cannot say whether that is true of 
the past four years or not, but no 
matter how well or how badly 
wages paralleled the cost of living, 
it is true that the people of this 
country made a most remarkable 
demonstration of their thrift capac- 
ity when they saved their Liberty 
bond money against a tide of ris- 
ing prices. 

Now that commodity prices are 
apparently stable, not likely to go 
up any farther but just as unlikely 
to go far down, wages are still trail- 
ing upwards and may go higher, in 
accordance with the economic law 
just mentioned. This, is spite of 
high prices for necessities, will leave 
the working classes as well off as 


formerly, if not better. Having 
demonstrated the capacity for 
thrift, there will therefore still 


remain an excellent opportunity for 
thrift. 

My first practical suggestion to 
bankers fits right in here. People 
who thought they couldn't save 
money have proved that they can. 
They have a real title to the money 
now, in bonds or savings stamps; 
they have had two years of experi- 
ence in saving; they have a two- 
year-old habit, which, if not atro- 
phied, will help them to continue 
saving. They also have the pleas- 
ure and the sense of power that 
come from successful saving. The 
habit and the performance of it 
should be continued, and the most 
important influences for such con- 
tinuation are in the hands of the 
bankers. 

It will not be an easy job to 
encourage thrift during the next 
five years, because such encourage- 
ment will meet with three resist- 
ances: first, the state of mental 
fatigue and anxiety that has re- 
sulted from the war and that calls 
strongly for relief; second, the 
possession of money or convertible 
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Wages are still trailing higher. 


In spite of high 
prices for necessities, this will leave the working 
classes as well off as formerly 


securities that may be used in 
obtaining that relief; and third, the 
removal of war restrictions on 
practically everything, so that the 
physical means for enjoying the 
relief are at hand. In other words, 
these three resistances constitute 
the luxury basis that tends to draw 
people away from thrift into ex- 
travagance. 

The tendency in this direction is 
already visible and should be sanc- 
tioned to a certain degree, but 
certainly not to a degree that will 
eliminate the thrift habit or even 
let that habit slide back to the pre- 
war stage. Bankers must adver- 
tise; must co-operate with each 
other in advertising; must conduct 
their banking services in a manner 
that will support and capitalize 
their advertising, and must make 
their banks of real help to their 
patrons. The banking business 
must now more than ever before, 
be put on a merchandising basis 
by being human, helpful, inform- 
ative, educational, polite and 
everything else that modern mer- 
chandisers apply with good judg- 
ment to the promotion of commerce 
and industry. 

It is a matter of record that dur- 
ing every Liberty Loan period the 
banks that took the largest volume 
of subscriptions in proportion to 
their resources were the banks that 
had previously established the best 
reputations by means of advertis- 
ing and service. These banks will 











In times less propitious, before the savings habit 
was inculcated, illegitimate promoters have wasted 
all too much money for untrained investors 


of course go right through the next 
five years, improving their pub- 
licity and their relations with 
patrons. Banks that are deficient 
in these two points still have four 
or five years in which to prepare for 
theeventualities that areon the way. 

Manufacturers are now directing 
their jobbers, dealers and ultimate 
customers by working out at the 
source the thought-processes that 
ought to be used by the various 
classes of people through whom the 
sale of goods is effected. Likewise, 
it is up to the banking fraternity to 
do the thinking in a large measure 
for the patrons of the banks. 

To make the problem definite, we 
postulated that many billions of 
dollars will be ready for reinvest- 
ment in from three to five years and 
that in the meantime other billions 
can be saved from current earnings 
by the popular classes, and added 
to the total that will be returned 
from government securities. The 
chief problem of the banker is, 
therefore, first to foresee this even- 
tuality, and second to think out the 
means for taking care of his share, 
according to the best interests of 
his community. 

It is needless for me to suggest 
that investment sharks are looking 
forward to the next five years, 
with, I believe, far more definite 
and mathematical planning than is 
being done by legitimate banking 
interests. In times less propitious 
and before the savings habit was 


inculcated, illegitimate promoters 
have wasted all too much money 
for untrained investors. Perhaps, 
therefore, the most valuable thing 
that the banking interests can do 
is to safeguard the vast accumula- 
tion of popular money by carefully 
planned educational advertising 
against the time when this money 
will return to the hands of un- 
trained investors. Unless this is 
done, we are going to have blacker 
pages of dissipated surplus, unnec- 
essary poverty and other menaces 
than we have ever known, and our 
pages are black enough as it is— 
largely, let me say—through the 
failure of bankers to create a bond 
of confidence and a chain of help 
between themselves and the com- 
mon people. 

My second specific suggestion is 
that, in line with the educational 
work on safe investments, the 
bankers take up a problem to which 
in many cases they have paid little 
or no attention, viz: the amortiza- 
tion of mortgages: With the pres- 
ent accumulation of popular 
wealth and encouragement to con- 
tinue popular thrift, there is an 
immediate object for both in the 
suggestion to pay off old debts. As 
soon as the Victory notes are all 
paid up by popular subscribers, it 
seems that the banks should start 
a definite campaign for savings 
accounts to be applied, as conven- 
ient against the reduction or 
cancellation of mortgages, many of 
which have been running for years 
and will continue to run as long as 
there is no suggestion to take care 
of the obligation. 

The next five years are looked 
forward to by all thoughtful and 
progressive men as years full of 
potentiality for industrial growth 
and commercial expansion. If the 
amortization of mortgages is not an 
interesting field, the bankers of this 
country can perform a duty that is 
very interesting to themselves, in 
the way of more helpful relation- 
ships with their patrons. The five 
Liberty Loans have been handled 
almost entirely through banks, 
and persons who never went into 
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a bank before have opened poten- 
tial banking relationships. It is 
up to the bankers to maintain, 
direct and continue these relation- 
ships, for certainly there is no 
question about the need of them. 
The need is reciprocal and equally 
beneficial to both banker and 
patron, and too little attention has 
been given to the possibilities in 
this respect. 

For at least two years, municipal 
and industrial bonds have not 
received very much popular con- 
sideration. | Municipal, county, 
state and industrial advancement 
has been arbitrarily checked in 
favor of war needs. There is an 
opportunity for bankers to liven up 
their bond departments, where such 
departments are maintained, and 
at the same time to direct untrained 
investors into channels that will be 
safe and beneficial to all parties 
concerned. 

To visualize the problems of the 
bankers during the next five years, 
let us assume in the first place that 
all of the money returned from 
government securities will be spent 
in luxuries and necessities, none of 
it going into the savings bank. For 
a time we would have unprecedent- 
ed commercial activity, and a 


Assume all the money returned from government 
securities will be spent in luxuries and necessities, 
none of it going into the savings bank 
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general rise in prices as the neces- 
sary result. Business would boom 
until the money ran out, and a 
period of stagnation and recupera- 
tion would follow. In the second 
place, let us assume that all the 
money returned from government 
securities were placed in the savings 
banks. The banks would perforce 
be obliged to re-invest deposits 
alrr ost immediately, or to adopt the 
alternative of reducing the savings 
interest rates—neither of which 
eventualities is a comfortable one 
for contemplation. 

The safest and | think the most 
sensible plan for bankers to follow 
during the next five years is to 
start Out at once, on a constructive 
basis that takes into view the 





conditions that we know will mature 
and to make definite arrangements 
according to the size, style and 
location of the bank in question. 
This procedure implies a careful 
study of each bank from the inside 
out, an alertness to actual as 
against imaginary circumstances, 
and an aggressiveness that will 
move the institution from the 
s'atic to the dynamic state, with- 
c’.t impairing its conservativeness. 

The bank is the pivot on which 
all commercial, industrial, com- 
munity and national progress re- 
volves. [| have seen banks that do 
not realize this truth. Fortunately, 
most banks do, and act accordingly. 
The sum total of the present argu- 
ment is, that foronce at least in their 
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history, all banks have a five year 
view into the future, with a definite- 
ness that does not belong to mere 
prophecy, and that an immediate 
preparation to meet the fixed things 
of this future, together with the 
determination to anticipate and 
take care of current events as we go 
forward, will result in an astonish- 
ing group of benefits for bankers, 
people, business men, commu- 
nities and the nation. 

These comments are made as 
suggestions. It is impossible to lay 
down a plan that will fit all banks: 
it is simply hoped that with the 
idea in mind, every bank can and 
will make plans according to its 
own individuality and external 
circumstances. 


The New Responsibility for Bank Men 


HEcommercial conditions which 

will follow peace will not coin- 
cide with those existent prior to 
the war. Our nation is entering a 
period of commercial expansion. 
Domestic and foreign trade are 
being encouraged. With increased 
trade activities will come demands 
for greater banking facilities. These 
demands must be met in an efficient 
manner. The responsibility for 
properly carrying on this work 
naturally rests upon the men en- 
gaged in banking. 

The administration at Washing- 
ton recognized this and called upon 
the bankers to aid the government 
in its policy. 

The cause for this appeal is ap- 
parent. If as a nation we are to be 


successful, the co-operation of all essential industries, 
especially banking, will be needed. 
are entering into competition with those of 


other nations. 


The government has asked aid and it should be 
Heretofore our national tendencies have been 
Now they must be co-operative. 

Are the bank employees preparing themselves to 
take advantage of the opportunities that are sure to 
The ambitious need not be urged—they are 
already making preparation. There are approximately 


given. 
individualistic. 


come? 


By E. V. KRICK 


Asst. Cashier, Savings Union Bank and Trust 
Company, San Francisco, Calif. 





Enter the Story Contest 
Manuscripts Due June 15 
The judges of the prize contest for 
articles on trade acceptances, open 
to A. I. B. members and graduates, 
will be John Clausen, vice-president 
of the Chemical National Bank, 
New York, who offers the first prize 
of $25; Albert Breton, vice-presi- 
dent of the Guaranty Trust Com- 
pany, New York; E. W. Wilson, 
vice-president of the Anglo & Lon- 
don Paris National Bank, San 
Francisco. Send manuscripts to the 

editor of The Clearing House. 

Second and third prizes of $10 and 
$5 are offered by The Burroughs 
Clearing House. 
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30,000 banking institutions in our 
country and only about 22,000 bank 
men and women have associated 
themselves with the American In- 
stitute of Banking which is. their 
educational organization. What 
are the other thousands of bank 
employees doing? This is a ques- 
tion which should be occupying the 
minds of employers and employees 
alike. It is reasonable to suppose 
that only a very small percentage 
of bank employees, outside mem- 
bers of the American Institute of 
Banking, are pursuing systematic 
study along banking lines. 
Preparation by the bank man for 
his new responsibilities is essential 
and never more opportune than 
now. For doctors, dentists, en- 


gineers, and other professional and scientific men, 
there are colleges where postgraduate courses can be 
taken. For bank employees there are merely the night 
schools, business colleges, schools of commerce and the 
American Institute of Banking. The latter organiza- 
tion was founded by bank men and its activities are 
carried on entirely for the benefit of bank employees. 
The educational courses have been arranged especially 
for the betterment of its members. 
to all bank employees and affords the best means of 
preparation for the great responsibility which is theirs. 


It is accessible 








Where Children Get the Bank Idea 


‘VS to- 
day.’ Just a two- 
word message but one 
which familiarity and 
frequent repetition 
have made understancd- ( 
able to every Official 
and employee of the 
Guardian Savings & 
Trust Company, of 
Cleveland, O. It is a 
signal, communicated 
by telephone first to the 
advertising manager 
and then to all depart- 
ments, usually a few 
minutes before closing 
time. It means: “Get 
ready for the school 
children.’ Another 
class, chaperoned by its teacher, will 
arrive about 3:30 oclock to tour 
the Guardian's beautiful building 
and “‘see the wheels go round.” 

The class is divided into small 
groups, with a teller in charge of 
each group. All departments are 
visited in order and brief expla- 
nations make clear the functions 
of each division of the work and its 
relation to the institution as a 
whole. Questions are invited and 
none is allowed to pass unanswered. 
The trip concludes with a return to 
the check desks where the little 
visitors are instructed in the mak- 
ing out of checks and deposit 
slips under the supervision of the 
guide who analyzes the checks and 
slips prepared, corrects and makes 
suggestions when necessary. Be- 
fore leaving for their homes, the 
pupils are given rulers, lead pencils, 
blotters or other mementos that will 
help keep the visit fresh in their 
memory. 

Thousands of Cleveland's 
school children have “been on 
Visitation” at the Guardian. The 
visit remains a pleasant memory 
and leaves, generally speaking, a 
lasting impression, for the average 
child's knowledge of banks is limited 
for the most part to the appearance 





A Cleveland Institution Specializes In 
Appeal to ““Depositors of the Future” 


of the exterior of the little branch 
bank in the neighborhood. 

The “visitation” is but a part of 
this Cleveland institution's most 
comprehensive plan of operation for 
appealing direct to the child. The 
purpose, of course, is obvious— 
foresight, looking to the present as 
well as the future. As expressed by 
the bank, it may besummed up thus: 

“The children, of course, are 
growing up and before very long 
they will be occupying positions of 
honor and trust and will need bank- 
ing connections. Impressions made 
on the minds of children are lasting 
impressions, and they may be good, 
or they may be bad. They may be 
for thrift, or they may be for spend- 
thrift.” 

Children are the depositors of the 
future, and right in their homes are 
depositors, or potential depositors, 
of the present—their parents. 

The bank has specialized on the 
child problem because it wants the 
children to know and appreciate 
what the bank is, what it stands for 
and how it can help and serve the 
individual as well as the community. 
To reach the children, the Guardian 
realizes, it is necessary to do the 
things that will interest them per- 
sonally, and to that end real effort 
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has been made to pre- 
pare a program that 
“bears interest’’ and 
builds business effec- 
tively at the same time. 

On theone hundredth 
anniversary of the birth 
of Lincoln, the bank 
presented all the school 
children with a hand- 
some oxidized silver 
medal with the medal- 
lion of Lincoln on one 
side and on the reverse 
side, the inscription, 
“From the Old Log 
Cabin to the White 
House. The gift 
proved so popular that 
the supply was quickly 
exhausted. For several years it has 
been customary to issue miniature 
pennants to students in the various 
high schools and colleges in the city 
during football season. Care is 
exercised in the preparation of the 
pennants in accordance with in- 
structions from each school, so that 
color schemes, initials and names 
will be accurate in each case. The 
pennants, carrying an inconspicuous 
line, “Compliments of the Guardian 
Savings & Trust Company” on 
the reverse side, are worn not 
only at the football games but at 
all athletic events of the schools to 
which they are allotted. The em- 
blems are in constant demand and 
have been very effective in keeping 
the bank’s name before the student- 
public. 

Among the activities of the high 
schools of the city, the annual skat- 
ing contest is the center, probably, 
of the keenest interest and rivalry. 
The Guardian Way Trophy, a sil- 
ver loving cup awarded by the bank, 
is the principal prize. The contest, 
conducted by the recreation de- 
partment of the city of Cleveland, 
is staged along lines closely follow- 
ing the rules and regulations that 
govern professional events of the 
kind. The school credited with the 
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largest number of points is awarded 
the trophy. 

The school winning the cup 
three times is entitled to permanent 
possession. East High School was 
the winner the first three years in 
succession and is permanent pos- 
sessor of the first cup. The same 
school has won two straight con- 
tests for the second cup put up by 
the bank. The mild weather and 
lack of ice during the past winter 
necessitated calling off the contest 
last year, so that the present 
champion’s opportunity to become 
second-time permanent holders of 
the trophy is postponed until the 
next season that is favorable to 
winter sports. 

The presentation of the trophy 
following the contest is quite an 
event in the school year. The 
ceremony is generally held in the 
auditorium of the winning school, 
with the student bodies of all the 
contesting schools, or large repre- 
sentations of them, in attendance. 
Brief addresses are made by city 
officials and selected contestants 
and a representative of the bank is 
invariably present to receive his 
his ovation and respond in behalf 
of the Guardian. 

To facilitate the study 
of geography, the bank 
gives to the pupils of 
the grade schools a 
patented device where- 
by they are enabled to 
observe instantly the 
difference in time 
throughout the world in 
comparison with Cleve- 
land time. Many 
complimentary letters 
from teachers have been 
received relative to this 
beneficial co-operation 
and service. 

Frequently the bank 
gives 4x6 flags and flag 
poles to children open- 
ing new savings ac- 
counts. Also special 
home savings banks, with 


presented under certain conditions. 

Every Boy Scout in Cleveland is 
a friend for life of the Guardian 
because it made it possible for all 
scouts to have wig-wags without 
cost. The signal flags were ac- 
quired in large quantities and pre- 
sented to all members of the organi- 
zation who applied for them at the 
bank. The scout masters, espe- 
cially, were appreciative of this gift 
to their boys. 

Flag Day four’ years ago was 
memorable in Cleveland's Scout- 
dom when the Guardian financed 
and staged what is said to have 
been the first public parade in the 
country composed exclusively of 
Boy Scouts. There were about 
800 boys in line and traffic was 
compietely blocked on Superior 
Street (the line of march), while 
the mayor and his cabinet and 
other prominent officials reviewed 
the parade from a stand erected in 
front of the old City Hall. A large 
silk flag was the prize awarded by 
the bank and presented by the 
mayor to the best troop in line, 
(judged on military points). Every 
troop entered in the contest was 








the children’s names en- 
graved on them, are 


Every one of these gifts—the “horologe,” ruler, Lincoln medal, pennant and Boy 
Scout signal flag — helps the Guardian hold the interest cf the youngsters 
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presented with an ordinary 4x6 flag. 

The bank's safe deposit depart- 
ment is the largest between New 
York and Chicago. It has 6,500 
boxes and is installing 1,800 more. 
The advertising of safe deposit ser- 
vice is no longer permitted, because 
the institution cannot keep its 
supply of boxes up to the demand. 
Vacancies are always filled immedi- 
ately from a waiting list of appli- 
cants. The department includes an 
enormous fur storage kept at low 
temperature by forced cold air 
draft. There is also ample storage 
space for other valuables and for 
trunks. The entrance to the vaults 
is unusually attractive architec- 
turally and it is richly but simply 
furnished. 

The building is equipped with 
every successful time and labor 
saving device that characterizes the 
progressive banking institution to- 
day. 

One department handles the pay- 
ments of dividends for the com- 
pany’'s large corporation customers. 
Another department relieves 
clients from the _ collection of 
partial payments on their products 

purchased by. their cus- 
tomers on time. These 
include partial payments 
on house-wiring con- 
tracts, on automobiles, 
washing machines, vacu- 
um cleaners, etc. This 
) service is being ex- 
| tended to cover many 
| lines of manufacture 
| and sale. 
} The company also 
maintains for its em- 
\\ ployees a splendid 
| profit-sharing and pen- 
} 





, sion plan, savings 

| association and life 

A insurance protection. 

| Since its recent amal- 
gamation with the 

| Cleveland National 

! Bank, The Guardian 
Savings & Trust Com- 
pany has become a 
$75,000,000 institution. 
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Exporting, from the Publicity End 


Well Planned Methods of Advertising and 
Selling for Foreign Trade are Important 


HE importance of advertising to 

selling, anywhere under the sun, 
is borne witness to by the great man- 
ufactories of our own country, for 
these houses have written adver- 
tising into the very heart of their 
business policies. That few, if any, 
countries have developed advertis- 
ing to the degree that we have 
is just another proof of the oppor- 
tunity this force offers the 
American merchant in con- 
nection with his trading 
abroad. Those who use 
this power most vigorously 
and most wisely, in terri- 
tories where it may have 
been formerly taken in 
haphazard doses, will gain 
an enviable lead. 

Some years ago a Chicago 
merchant built a beautiful 
building for a department 
store in one of the best 
shopping districts of Lon- 
don. Failure was freely 
predicted. Whenhe started 
off with full page adver- 
tisements in London's great 
daily newspapers, failure was 
not only predicted, it was an- 
nounced as inevitable, and 
people sat around waiting for 
the crash. The first impres- 
sion was that a store spend- 
ing so much money in 
advertising must have to ask 
enormous prices for its goods. But 
the people, who went out of curiosity, 
stayed to buy because the prices were 
right; they never understood that 
advertising kept down sales costs by 
the very fact that it brought them to 
the store in such numbers that the 
turnover was unprecedented. This 
store has since built an addition; 
and it kept on doing business 
throughout the war. 

The war taught England much 
about advertising, and taught it 
so well that when we get back into 
general trade with that country 
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quired by American bankers who expect to 
be of service to customers contemplating 
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we will find a people trained to 
the benefits of publicity. All dur- 
ing the days of the great struggle, 
when practically every British plant 
was Straining at munitions produc- 
tion, advertising was maintained 
at a high level. The far sight that 
kept the Englishman constantly 
planning his return to foreign trade 
made him look with equal care to 
his home market. With nothing 
to sell, with no hope of being able 
to fill an order until war was over, 
he still held his name before the 
people; advertising liberally to the 
end that neither time nor 
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competition might blot his product 
from the minds of the consumers. 

England can teach us several 
things as to advertising, both 
domestic and export, but that is 
not a mark to what she can teach 
us about export selling. For that 
matter, every foreign country offers 
us commercial information; so, the 
export service problem before the 
bank is, first, a clear under- 
standing of just what 
constitutes essential 
material. 


Therefore, if the banker 
would give his exporting 
client the full benefit of 
foreign trade information, 
he must know foreign pub- 
lications. And first among 
the items on which he must 
secure information are 
those relating to the char- 
acter and extent of circula- 
tion of the various 
publications, for these facts 
indicate their value as 
advertising media. Then 
there are such matters as 
the page size of each pub- 
lication, width of columns, 
number of columns to a page, the 
form in which the periodical prefers 
to receive its advertisements, the 
size of space most effective; and, 
of course, the complete schedule 
of advertising rates. 

While few countries will have 
any such well-developed organiza- 
tions for the distribution of circulars 
and other printed matter as is 
common to the United States, yet 
practically all countries will have a 
fairly reliable concern prepared to 
offer such service at a reasonable 
price. The export-serving banker 
should have the names of such 
companies with details as to the 
territories they cover, facts as to 
how their distribution is carried on, 
the number of pieces of matter 
they can economically handle and 
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prices for their work. I[t would, 
also, be well to secure ‘credentials 
in the form of names of American 
houses for which they have carried 
on such distribution. Samples of 
the type of circular matter most 
acceptable to the natives of any 
given country would act as sug- 
gestions in connection with the 
preparation of direct mail or house- 
to-house distribution publicity 
matter. 

Making appeals through for- 
eign retailers offers a real oppor- 
tunity to the manufacturer who 
wishes to help the merchant move 
his goods. Because this method 
of sales stimulation is not so usual 


abroad, it is, when properly 
conducted, surprisingly effective. 
Counter and window displays, 


booklets to be handed out over 
the counter or for the merchant to 
mail to his own list of customers, 
and advertisements for him to 
insert in local papers should all be 
prepared to meet the _ peculiar 
needs of the native dealer. In 
tropical countries, for instance, 
shop windows are frequently un- 
known but, for this very reason, 
counter displays are quite as often 
exceptionally good ‘pullers.’ The 
point to be kept in mind is that 
each country offers individual con- 
ditions influencing all forms of 
advertising matter; and it is 
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essential that such conditions 
be known. 

Now we come to a question that 
is too important to presume to 
cover as a mere item of foreign 
selling, so | shall attempt to do no 
more than refer to it. The Ameri- 
can traveling man as a foreign 
salesman; is he popular or other- 
wise? The greatest business-getter 
in the world, so far as our domestic 
market is concerned, he has usually 
left a sorry trail behind him when- 
ever he ventured from home. Yet 
there are many men with extensive 
foreign experience who will tell 
you there is no one like “the man 
from home” to land the export 
order. So there seems no basis 
for judgment, and the banker who 
would render service in this con- 
nection can do little more than 
caution his foreign trading clients. 
If a man is to be sent abroad from 
this country, and if he does not 
know the language and customs of 
the people with whom he would do 
business, then give him time to 
acquire at least the rudiments of 
such basic requirements and, most 
important of all, urge that he 
respect every commercial method 
of the foreigner and do his utmost 
to conform to them. 

The facts to be gathered as to 
the ability of nativesales- 
men should cover as far 
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Announcing “Beckett's gigantic summer clearance 
sale now on”—not in any American city but in 
Johannesburg 
can idea is seen in the picture at the left—a 
display of American-made automobiles in Havana 
by the Hupmobile dealer in that city 





as possible their methods of working, 
whether they are accustomed to sal- 
ary or commissions or both, amount 
of territory it has been found eco- 
nomic for each to cover, and an idea 
as to their traveling expenses. All 
these items should be compared 
with the average records of like 
service here at home. Frequently 
the native can travel his own 
country much more cheaply than 
can an American. 

When it comes to a considera- 
tion of the channels through which 
selling in a foreign country may be 
most economically conducted, it 
is well to give a moment's thought 
to conditions here at home. In 
many lines of our domestic trade 
the jobber has practically passed 
out of existence, yet in probably a 
still greater number of lines these 
wholesaie dealers are still perform- 
ing valuable sales functions. By 
the same sign it would be wise 
for the bank offering an export 
service to secure information as 
to the standing of the native jobber 
and, also, to find out if the retailer 
is educated to, or inclined toward, 
dealing direct with a foreign house. 

The jobber, undoubtedly, offers 
the easier way to distribute, yet he 
will seldom make any great initial 
effort to build sales, unless the 





Another adaptation of the Ameri- 





goods in question are being adver- 
tised to the public, or the trade is 
being covered by salesmen repre- 
senting the American house. In 
any event, the bank should have 
as complete a list of jobbers as 
possible, and, also, lists of the 
American-made goods they are 
now handling. 

We know the store clerk is an 
important factor in the building up 
of domestic sales. Few other 
countries, if any, offer anything 
like such a selling force, yet the 


service, facts should be ascertained 
as to its cost and what it offers 
in the way of a parcel post. 

From the time Noah started 
out as skipper of the ark even unto 
this present year of grace there 
has been spoken, written and 
published one continuous stream of 
warnings and advices as to the 
packing and marking of wares 
and the making of proper customs 
declarations; still the contrary hu- 
man animal persists in looking for 
trouble rather than for ways to 
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should be known; and, almost 
equally important, the speed and 
reliability with which the various 
transportation companies operate 
their service should be known. 
There is often a time limit set upon 
the delivery of goods. 

Marine insurance is still in an 
unsettled state on account of the 
war, and will probably continue to 
be so for some time to come. For 
this reason it is desirable that 
arrangements be made whereby 
fluctuations in rates be kept up to 


standing and ability of the man avoid it. All I cando isto repeat date. 
who will handle the goods in the and plead. If you want to save While there are a number of other 


stores of foreign countries should 
be known as accurately as possi- 
ble. In several countries it is the 
custom for clerks to live with their 
employers, or to be provided with 
lodging and certain of their meals; 
just as it is frequently the case 
that stores are operated as a family 
affair with the owner living on the 
premises. As all these points have 
their influence both on the sales 
and standing of stores, it is well 
that the subject be covered with 
reasonable care and accuracy. 
The quality and limitations of 
the postal service of foreign coun- 
tries should be known. In addi- 
tion to its ability and breadth of 






time and money and temper for 
your clients, be prepared to give 
them the facts on these points; 
also, facts as to the ports of entry 
for every country in which they 
would do business, and facts as to 
laws regarding shipping overland 
from one state or nation to another. 

In a previous article I spoke 
of the necessity for knowing the 
various routes for shipping to any 
foreign country; but a_ mere 


knowledge of names and points 
of contact is not sufficient. There 
are frequently differences as to 
costs, and, again, these costs will 
vary according to the nature of the 
goods to be shipped. 


Such costs 


items which might be brought into 
a bank's exporting service, those 
which have been considered in this 
series of articles not only cover the 
most important of them but they 
will automatically lead to the col- 
lection of a wealth of related 
material. 

There are so many ramifications 
to foreign trade that were it not the 
most important commercial problem 
before our manufacturers today it 
might seem best to ignore it. But 
the fact is we can't ignore it, for it 
will not ignore us. We must develop 
it or pay for our neglect by suffering 
from industrial depression. 

When the banker feels himself 
becoming weary of so seemingly 
complex a service let him console 


ouse 





“In tropical countries shop windows are frequently 
unknown but, for this very reason, counter displays 
are quite often exceptionally good ‘pullers.**’ The 
interior view is the stationery department of the 
Frank Robins Company, Havana. At the right 
— American motor cars exhibited in Cape Town 
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himself with the knowledge that 
foreign trade is as profitable as it is 
necessary. The speed with which 
this country grasps its export 
opportunities will depend largely 
upon the service 


nosed article instead of the pointed 
variety? The keepers of African 
peace found their work cut out for 
them while the black man had so 
excellent a weapon at his command 





available to the 





manufacturer. 
The more export 
trade is devel- 
oped along intel- 
ligent lines the 
greater andmore 
permanent will 
be the prosperity 
of the country. 

Statistics and 
reports are usu- 
ally inclined to 
take on a 
parched and dry 
appearance, yet 
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come above the top of the standard 
sized egg cup? When a competitor 
introduced a special smaller cup 
old friends were forgotten; and the 
hen was no more humiliated, or the 

egg-eating 
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market may 
hang on a small 
circumstance of 
manufacture. 
More and 
more the banker 
is enlarging his 
field of influence, 
and profit, 
throughentering 
the channels of 
industry and 
trade as an advi- 











there is more 








romance in for- 
eign trade than 
there is in a 
Walter Scott 
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sor and through 
rendering practical serv- 
ice at all points where 
commerce meets finance. 

Many banks will find 
themselves limited as to 
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vital. Did younever hear inthe old 
days, when Germany was on the 
foreign trade map of the world, 
how she took the scissors market 
away from England in South 
Africa, simply by making a blunt 


as his wifes—or wives—sharp 
pointed shears. And did you never 
hear how a great egg cup market 
changed hands because the East 
Indian citizen found that his hens 
refused to lay eggs large enough to 


must enter into our com- 
mercialjfuture to a far greater 
degree than),it has ever done in 
the past. The forward-looking 
banker will do well to make the 
most of necessity by turning it 
into an opportunity. 











OR keeping a record of certificates of deposit, the First 


shows the name, address, signature, date of deposit, number, 
amount and date of withdrawal of all certificates of any one 
person. The cards are filed alphabetically, so that if any 
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MN depositor loses a certificate or inquires how much money he 
National Bank, Erie, Pa., has devised a special card that has in the bank, the information is readily accessible. 
Whereas, under the old method of using a ledger numerically, 
it was almost impossible, the bank says, to find the certifi- 
cate, as it has about 6,000 certificates outstanding at all times. 
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Industries in Your Front Yard 


@ The Cleveland Trust Company J @ The Cleveland Trust Company Y 


INDIVIDUAL AND CORPORATE TRUSTEESHIPS 


EHIND bank- 
ing is industry 
and behind in- 
dustry is banking— 
the one inseparable from the other. 
This, in a sentence, is the funda- 
mental principle emphasized in a 
splendidly executed and powerfully 
effective series of out-door exhibits 
in motion, now being presented (and 
scheduled far in advance) by the 
Cleveland Trust Company, of 
Cleveland, O. The site, a railed-in 
space directly in front of the bank 
at the corner of Euclid Avenue and 
East Ninth Street, is ideal for dis- 
play purposes and would be valued 
conservatively at $500 a week if it 
were to be leased to the public for 
advertising exclusively. 

The general plan of the series 
embraces in reality two series 
running in parallel—one entitled 
“Industrial Aids to Reconstruc- 
tion,’ and the other, “Banking 


Aids to Reconstruction. These are 
the permanent titles that appear 
at the head of two bulletin boards 
that form a background for the 
interest-compelling feature of the 
exhibit which is a demonstration of 
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What Outdoor Exhibits are Doing for One 
Bank and the Manufacturers of its City 2 — 


a process of manufacture or of the 
method of operation and the work 
performed by a finished product. 
The messages appearing on the 
bulletin boards serve only to put 
into type and accentuate the spe- 
cific things the machine or the proc- 
ess is putting into practice before 
the eye and to explain co-related 
bank services that also are assum- 
ing vital roles in the reconstruction 
program. 

For example, in the first of the 
series (the exhibits, by the way, are 
changed every ten days) a ““Cleve- 
land” tractor was kept moving 
about in the enclosure. The bulle- 
tins, produced in attractive poster 
style, set forth No. | of the indus- 
trial aids, “The Tractor,” the 
machine being reproduced in a 
central panel. Four supplementary 
panels, illustrated with appropri- 
ate poster scenes, call attention to 
four peace-time applications of the 
tractor as follows: 
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COMMERCIAL BANKING SERVICE - SAFE DEPOSIT-4 % SAVINGS ACCOUNTS | 


PowER FARMING 
Requiring but 
one man for opera- 
tion, it replaces 
three three-horse teams and 
three men. 


Roap CONSTRUCTION AND REPAIR 
Can be used in combination with 
either bucket or blade scrapers and 
for transporting road-building 
material. 
HAULING 


Widely used for hauling loads 
about yards and building of large 
industrial plants; also for general 
trucking. 

STATIONARY WORK 

Performs the mechanical 
“chores, such as sawing, pumping, 
ensilage cutting, threshing, hay 
baling, etc. 

On the opposite board, the edu- 
cational factor was strongly devel- 
oped in the printed explanation of 
No. | of the banking aids, the trade 
acceptance, the new instrument of 
commerce. Below a reproduction of 
an enlargement of a trade accept- 
ance, filled in as it would appear in 
an actual transaction, wasthesimple 
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definition: “A buyer's ‘acceptance’ 
of the seller's ‘order to pay for the 
goods on a certain day.” 

Grouped about the acceptance 
were four advantages to be gained 
by use of this banking instrument 
in reconstruction, art work graph- 
ically depicting these uses as well. 
As outlined, the acceptance “‘en- 
ables the manufacturer to furnish 
implements to the farmer who lacks 
ready cash,” “gives the manufac- 
turer an opportunity to help the 
wholesaler keep his stocks com- 
plete,” “places the raw material 
producer in a position to supply 
more adequately the manufac- 
turer's needs” and “makes the 
retailer a better buyer on better 
terms—and so helps you, Mr. 
Consumer. ” 

Four other exhibits were staged 
prior to the beginning of the 
Victory Liberty Loan campaign, 
April 21. They were the “Electric 
Industrial Truck,’ paired with 
“Financing Export Orders; 
‘Motor Transportation, featuring 
the tire applying press manu- 
factured by the Wellman-Seaver- 
Morgan Company, Cleveland, 
and “Commercial Loans and Dis- 
counts; the “Arc Welder’ 


barbed wire were manufactured 
every day. Ihe background, pictur- 
ing in colors and hand - painted 
figures the transition from war to 
peace, depicted on the left dough- 
boys stringing barbed wire entangle- 
ments ‘over there,’ and on the left 
a group consisting of a kneeling 
soldier beside a grave, the American 
flag and the Winged Victory, cap- 
tioned “They Shall Beat Their 
Swords Into Plowshares and 
“Victory Liberty Loan, the Greatest 
of All “Reconstruction Aids’.”’ 

The electrical industrial tractor 
of the Baker-R. & L. Company, 
Cleveland, was displayed in the 
second of the series to illustrate its 
use on docks, at terminals, in ware- 
houses and factories for central 
interdepartmental hauling. The 
banking message in connection 
with it was the financing of export 
orders by commercial bills of ex- 
change and otherwise. A facsimile 
bill of exchange was shown between 
decorative paintings of ships and 
shipping scenes. 

The W-S-M tire applying press 
demonstrated the mounting and 
demounting of solid rubber tires as 
practiced by the dealers of fourteen 





leading tire builders who furnish 
the press. The ‘banking aid” tie-up 
in this case were commercial loans 
and discounts, reproducing a speci- 
men of commercial paper—$65,000 
payable by the “Cleveland Trust 
Manufacturing Company” to the 
Cleveland Trust Company in ninety 
days. 

Fourth in the series, the Lincoln 
Arc Welder, manufactured by the 
Lincoln Electric Company, was 
shown at work, withsamples of steel 
parts before and after welding. A 
placard explained that the arc 
“gives an intense heat which melts 
iron or steel, thus fusing together 
steel plates, sheets or other pieces 
to form various products such as 
ships, steel cars, tanks, etc. “It is 
also used,” the explanation read, 
“to melt steel into defects in forg- 
ings, castings, etc., and to fill in 
worn and broken pieces of equip- 
ment, thus saving from the scrap 
heap. ” 

Below a pictured bond (the bank- 
ing aid in the combination) was the 
following message: 

“A common method of financing 
industrial development is to issue 
bonds. Our bond department has 

for sale at all times, bonds 





and “The Bond;” and 
‘Barbed Wire, manufac- 
tured by the American | 
Steel & Wire Company, 
Cleveland, tied up with 
“The Victory Liberty 
Loan.” 
In the last named, No. | 
5 in the series, two tonsof | 





This is the “front yard” after the displays have been moved in and set in motion 
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of various sorts which pro- 
vide safe and profitable 
investments. Confer with 
our Officers.” 

During the Victory 
Loan drive, special ex- 
hibits replaced the indus- 
trial, but the latter were 
resumed immediately 


(Continued on page 25) 
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Getting Employees Co-operation 


ROM time to 

time, bankers 
ask me how to secure 
the full co-operation 
of employees in backing up the 
bank's advertising and in making 
good to the public on the promises 
made therein. For this purpose, 
I have suggested the following line 
of talk to be used as an address or 
letter to the staff: 
To Our Employees: 

Undoubtedly you have noticed 
the newspaper and other advertis- 
ing which our bank has been doing 
lately. 

That is the outward and visible 
sign that this institution wants to 
grow and that it is eager to increase 
the number of customers in its 
various departments. 

This letter is being sent to all 
employees with the purpose of 
soliciting their 


How to Point the Way for Them to Back 
the Bank’s Advertising; Other Publicity 


By T. D. MAcGREGOR 


Vice-president, Edwin Bird Wilson, Incorporated 
New York 

some work where a mistake on your 
part might cause loss or embarrass- 
ment to a customer. Can you not 
see how important. and valuable 
your accuracy is in preventing such 
errors which frequently lose a bank 
a good depositor? 

Then in case your work does 
bring you into contact with custom- 
ers across the counters or other- 
wise, is it not very plain to you how 
all-important is the matter of 
courteous treatment of persons who 
are doing business with us? 

One of the greatest merchants 
this country ever produced was 
Marshall 





special efforts not [ “6 
only to help us get 
i but 


more business, 
having gotten it, to 
keep it. 

We believe that 
this is possible if 
every member of 
this organization will 
take it upon himself 
or herself to back up == 
the promises we 
make in our adver- 
tising and in the 
personal solicitation 
of the officers. 

Perhaps some of 
you whose daily work 
does not bring you 
into contact, or even 
frequent touch, with 
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SEATTLE 


A World Metropolis in 
the Making 
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DEXTER HORTON 
NATIONAL BANK 
SECOND AVE. AND CHERRY sT 


Resources Nevtier 
‘ional a wet Peveay orton, Trew 
Bank 


Field of 
Chicago. A 
business 
maxim which 
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afforded by the Washi: 


The highest degree of protection for bank depositors is 
Bank 


he impressed upon 
his employees was, 
‘The customer is 
always right.” 

Now, in our business, whenever 
any question comes up between a 
customer and the bank, we want to 
start off with the assumption that 
the customer is right. [It may turn 
out in the end that he is not, but 
it ought to be our policy to handle 
the matter in such a way that, 
whether right or wrong in any 
particular instance, the customer 
remains a friend of the institution 
and does not become a dissatisfied 
customer. We can borrow with 
profit another good proverb from 
the mercantile field, namely, “A 
pleased customer is the best adver- 
tisement. 


In these after-the-war times of 
re-adjustment, competition is going 
to be more severe in many lines. 
Our bank is going to have to work 
harder to get and hold business; 
you employees are going to find the 
competition for your places a little 
more pressing than it 
hasbeen. Wewantto 
take back all our boys 
who went into mili- 
tary service, and we 
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cial elements bined in this 


Fund, so it is but logical that the largest savings bank in 
the Pacific Northwest should assure complete protection 
for all deposits, and absolutely guarantee their safcty 
through membership in this wisely administered fund. It 
is a source of great pleasure and pride to the Scandina- 
vian American Bank that it was one of the first Washing- 
ton banks to provide its depositors with this feature of 
genuinc sccurity for their moncy The prime considcra- 
tion of this institution is the safety of the funds of its 
customers. Naturally, that is your first consideration when 
seeking a bank. You will find all the progressive finan- 














customers and the 
general public, may feel that there 
isn't much that you can do to help 
the cause along. 

If you will give the matter a little 
thought, we are sure you will come 
to a different conclusion. For 
example, suppose you are an indi- 
vidual bookkeeper, or engaged 







- Largest Savi 
Fig. 1. Institution 
the Pacific 


Breezy copy Northwest 


account, whether large or small, will be greatly appreciated. 


want also to keep 
such of our new work- 
ers as are making 
good. If the general 
business situation 
becomes satisfactory, 
and if the organized 
efforts we are making 
to secure new custom- 
ers prove resultful, we 
hope to maintain a 
full forceofemployees, 
but if our volume of 
business does not war- 
Salaeal rant that, naturally it 




















of safety. Your 


from the will be a case of the 
oo —_* survival of the fittest. 
Northwest SCANDINAVIAN Ashbetter service tends 

AMERICAN BANE. to make better busi- 


Member Federal Reserve Bank 
Seattle, U.S. A. 


Second Ave. & Cherry St. 
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Stockholders, and greater rewards 
for us workers, let us adopt these 
words— 

Accuracy, Courtesy, Efficiency— 
as the watchwords of our bank. 


EATTLE has certainly learned 
good bank advertising, as 
witness those strong ads. of the 
Scandinavian American Bank and 
the Dexter Horton National Bank 
(Fig. 1). 
ONCERNING the group of 
five advertisements (Fig.2), | 
vote that three are good and twonot 
quite so good. The latter (see if 
you can pick ‘em out) | put in the 
class of antediluvian bank ads. 
because they belong to the school 
which existed before there was such 
a flood of literature on good finan- 
cial advertising. 
EFERRING to the adver- 
tisement of the Marine Trust 
Company of Buffalo, disguised as 


a Chinese Laundry check (Fig. 3),-: 


the Buffalo Evening News published 
this item: 

“That advertising pays, espe- 
cially in the banking business, was 
evidenced this week when a China- 
man from Olean brought to an 





Time accounts here draw interest from day deposited 
to day withdrawn. Start an account now—Be prosperous. 








The First National Bank of Elmer 








official of the Marine Trust Com- 
pany of Buffalo, a copy of an 
advertisement recently published in 
the Evening News by the bank. 

“The advertisement was deco- 
rated elaborately with Chinese 
characters which puzzled the official. 
He asked the Chinaman for an 
explanation and the Celestial 
declared that a Buffalo friend had 
sent him the clipping and that the 
characters translated into the Eng- 
lish read: 

“*The Marine Trust Company 
has been in business for 69 years 
and has a capital and surplus of 
fifteen million dollars.’ 

“The Chinaman on the strength 
of that information placed his funds 
in the care of the bank. Hereto- 
fore he had kept them in his store 
at Olean.” 


CONSISTENT advertiser is 

the Capital Trust & Savings 
Bank of St. Paul, Minn. Secretary 
Fred P. Fellows writes: 

“We think we have been reason- 
ably successful with the advertising 
we have been running. We are 
now using a card in all the street 
cars and have been advertising our 
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‘Woman Banker.’ In order to test 
our newspaper advertising, we ran an 
ad. recently stating that we would 
remain open until 8:00 o'clock Mon- 
day evening to assist in the prep- 
aration of the income tax returns 
of persons who could not call at the 
bank in the day time. The results 
were so satisfactory that we were 
kept pretty busy that evening.” 


ERE’S a cordial advertise- 
ment put out by the Putnam 
Trust Company, of Greenwich, 
Conn. 
INVITATION 

You are invited to come to this 
financial institution in the same 
matter of fact way that you enter a 
store to secure merchandise or 
service. 

You will find a welcoming human 
interest in whatever matter invites 
attention, whether it be depositing 
money—planning a loan—or any 
other form of modern banking 
service. 

Weare heretoco-operate with you. 

Your banking business will re- 
ceive courteous attention. 

A friendly call will also be 
welcome. 

RosBertT L. CHAMBERLAIN, 
President. 
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MARINE TRUST COMPANY 
OF BUFFALO 
SIXTY-NINTH YEAR OF SERVICE 
CAPITAL AND SURPLUSG 
FIFTEEN MILLION DOLLARS 
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Fig 3. Not a laundry ad 
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HEN a bank waits sixty- 

three years to carry on a 
systematic advertising campaign 
you naturally expect something 
very good and you are not disap- 
pointed in the case of the National 
Park Bank of New York, whose 
63rd birthday advertisement is 
shown herewith (Fig. 4). 


ON'T forget that the W. S. S. 
campaign is still on. If 
your bank building is on a corner, 
use a Sign such as that shown in the 
photograph sent me by the Bluefield 
(W. Va.) National Bank (Fig. 5). 
This bank ties up its street car 
advertising by reproducing ina 
sign on the outside of the build- 
ing the current street car card. 


LMOST every bank, at some 

time or another, has occasion 
to emphasize its location, particu- 
larly when occupying new quarters 
or opening a new branch. The 
reproduced group of four “location” 
ads. (Fig. 6) shows how New York, 
Philadelphia and Baltimore insti- 
tutions handled this situation 
effectively. 


ERE'S an interesting thing 
called to my attention by H. 


W. Dresser, of the City Trust 








6 3 YEARS OF SERVICE TO 
BUSINESS AND INDUSTRY 


On MONDAY, MARCH 31, 1856 


“"THE PARK BANK™ opened for business “at 
the head of Beekman Street, opposite the Park,” 
said the newspaper announcement of that time. 


On Monpbay, MARCH 31, 1919 


Tue Nationat Park Banx will 
have completed 63 years of bank 
ing service to the com- 
mercial establishments of 

New YorxCrrvandofthe 4 
Unrtep States. 

Starting out on its 64th 
year, this bank plans, by 
means of a series of adver- 
tisements in thisandother 
newspapers, to keep the 
public informed concern- 
ing the constructive poli- 
cies and the business serv- 
ices of this institution— 
which has been privileged 4 
tocooperate with somany ~ 
successful commercial and 
banking concerns through- 
out the country, with mu 
tual satisfaction and profit. 
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THE 


NATIONAL PARK BANK 
OF NEW YORK 


Resources over $260,000,000 
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Where Location is a 
Consideration 
If you feel the nced of a bank located 
centrally and conveniently — 
If you like to walk to your bank— 
If you like to motor to your bank — 
If you want a bank close to the busiest 
part of Baltimore— 
~— ‘ If you wish to bank where 
‘ the heaviest traffic does 
Sraeey | not annoy — 
RS i€ = want Sem near 
Ss places you shop— 
4] (S7 If you want your bank to be 
s near the court house, the 
jj 3) 7 principal office buildings, 
=< f the wholesale and the re- |, 
wi 53 Is tail houses — j 
, Then consider the National 
Os0S 
J s- Fayette near Charles. 
~ PHILLIPS LEE GOL DSBOROUGH, 
7 — Prevdent 
Oo 
— =. NATIONAL 
“Sl UNION 
- 
7a 
Li; BANK 
O86 Of Maryland | 
re | 








Fig. 5. 
Don't forget W. 
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Company, Buffalo, N. 
Y. First of all, here is 
the copy of a form 
letter sent out to small 
checking account de- 
positors who it was 
thought might easily 
increase their bal- 
ances: 

“Mr. Barnard has 
no bank account. So, 
when you gave him 
your check on City 
Trust Company for 
twenty - five dollars, 
he came down here to 
have it cashed. 








e 
100,000 Commuters Will ry 
Find This Bank Convenient |, *,“s 


Of the 100,000 persons who daily 
use the Broad Street station, an 


increasing number are realizing : g =e { 
the convenience of transacting v 
their banking and trust business q 
here. &' 
The bank with the bridge 
to Broad Street Station g 





COMMERCIAL TRUST 
COMPANY 


City Hall Square, Broad and Fifteenth Streets 


Burroughs 
learing House 
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Broadway 


Central Union Trust Com- 

pany announces that, onand after 
March 17th, its downtown banking 
office will be located at 80 Broadway. 


The Downtown Home of The 
CENTRAL UNION 
TRUST COMPANY 


OF NEW YORK 
Branch Offices 
Plaza : 4and Street Branch 
786 Fifth Avenue Madison Ave. & 42nd St. 
Fifth Avenue Branch 
425 Fifth Avenue 





| New Banking Facilities 


at Madison Avenue and 40th St 
1 On TUESDAY, APRIL 15th 


the FRANKLIN TRUST COMPANY, which 
tor over thirty years has been serving other 
sections of the city, will open a new office at 
the northwest corner of MADISON AVENUE 
and 40TH STREET 


THis NEW OFFICE is 
conveniently located for 
those whose residence or busi- 
ness is in this vicinity and also 
forautomobil- 
ists using the 
PARK AVE 
viaduct. You 
and your busi- 
ness will be 
welcome here. 
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NT Downtown Office —46 Wall Street 





Fig. 6. Location advertising 











Fig. 4. Strong 


“The teller happened to know 
Mr. Barnard, and paid the check 
instantly, and, it would appear, 
without the slightest concern. But, 
if you could have been here, and 
had possessed the power of looking 
inside of that paying teller’s busy 
brain, you would have noted an 
astonishing number of mental 
operations going on, all at once, 
while he smiled and handed out the 
money. 

“You may be surprised to know 
that during this brief moment he was: 

“Seeing that you secured a 
receipt from Mr. Barnard; 

“Safeguarding your account 
against fraudulent use of your 
money ; 
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“Safeguarding your account 
against the possible raising of your 
check; 

“Safeguarding your account 
against the possible use of a check 
that may have been stolen; 

“Safeguarding your account 
against over-payment due to a 
possible discrepancy between the 
body and the figures in your check; 

“Safeguarding your account 
against the possible negotiation of a 
check on which payment had been 
stopped; 

“Safeguarding your ‘account 
against possible forgery; 

‘Surrounding your account with 


(Continued on page 33) 













HILE Customer 

making his deposit, he chances 
to remark: “‘I gotta new competitor 
across the street.” 


“Oh, is that so?” replies the re- 


Smith is 


ceiving teller. “Who is it?” 
“James Brown & Co.,” says 
Smith. “Pretty big concern. 


Moved here from St. Louis.” 

Receiving Teller Jones jots down 
the name of James Brown & Co.on 
an ‘‘Information Sheet,” adding a 
few details that will tell as briefly as 
possible the story he has just heard. 

During the working day, Teller 
Jones has collected and made note 
of other similar bits of information 
and at the close of business, he 
turns in the list of them to the 
cashier. The cashier is the censor 
of the lists sent him by the employ- 
ees. The information that he 
thinks will be useful to the bank, he 
transfers on the typewriter to a 
card printed for the purpose. This 
card is the tip to the New Business 
department. 

This is a recently adopted busi- 
ness-building plan that is produc- 
ing good results for the Fletcher 
American National Bank, of In- 
dianapolis, Ind. 

The following letter, personally 
addressed to all employees and 
signed by Stoughton A. Fletcher, 
president, explains it clearly: 

“My dear Mr. Hubbard: 


Information is a real asset in 


Are Cashing In On 


business. But information is like 
a perishable commodity—its value 
depreciates very fast when exposed 
to the air. Its prime quality ex- 
ists only when it first appears. If 
you are the first to get the infor- 
mation, you have something of 
value; if you get it after everybody 
else in town knows it, you not only 
have something of little value, but 
the very fact of its coming late to 
you may injure you. 

‘Gathering information does not 
mean revealing the confidences of 
your friendsto youremployer. Tore- 
spect your friend’s confidence is part 
of your game. However, many a 
casual remark containing valuable 
information or an important clue, 
is dropped by your friend, who per- 
haps does not know its value, and 
who, doubtless, is willing to have 
you use it to your advantage. If 
you question the propriety of re- 
peating it, ask him if he objects. 

A peculiarity about information 
is that its value frequently is not 
apparent until you lay it along- 
side another piece perhaps. This 
is sometimes called ‘putting two 
and two together. Many a dollar 
has been made in this way by 
shrewd business men. 

“The foundation of the Roths- 
child fortune was laid when one of 
the founders, ascertaining the re- 
sult of the battle of Waterloo, 
reached London before the news 
did, and bought every low priced 
security he could lay his hands on. 

“You can train your ears to 
recognize valuable information 
when you hear it. It may be a 
new game to you, yet you can 
readily progress if you will take 
ten minutes at the end of each day 
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mith Told Me He 
ade $14 0,000” 


How an Indiana Bank and Its Employees 


Lobby Conversation 


and jot down all the information 
that has come to you from outside 
during the day. Do not spin out a 
long story—just a line or two with 
the essentials. By and by, you 
will begin to throw away the chaff. 
From time to time, we will make 
a suggestion to you, and coach 
you with examples of information. 

“With a number of men turning 
in each night their ‘information 
sheets,’ and with the accumulation 
of sheets, the man who handles the 
sheets—with his own information 
and general knowledge of the busi- 
ness world—may disclose some 
valuable business trails. 

“Do not get the idea that we are 
trying to pry into everybody's 
business. We simply want to get 
every possible clue that leads to 
legitimate business—either buy- 
ing, selling, creating securities, or 
developing business in any of the 
institution's departments. 

“You will be expected to turn in 
each day one of the sheets, which 
is herewith handed you. You may 
also write on the sheet any sug- 
gestion of your own as to develop- 
ing business. Do not fear to ven- 
ture your idea. Do not be afraid 
we will ridicule it. WE LIKE TO 
HAVE A MAN THINK. | If three 
out of a hundred ideas turn out 
well, the percentage is well worth 
the efforts, and the house loses no 
money in reading over your ideas. 

“If you feel your information 
should be regarded strictly confi- 
dential, mark it ‘confidential’ and 
the man who reads it will respect 
it accordingly. Also make a note 
of all complaints and criticisms 
and, also, anything complimentary 
in connection with the bank.” 
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Always Ready for Letter-Writing 


One man keeps a Dictaphone in his home so that he can dictate 
at night the notes, memos, etc., that were sidetracked during regular 
hours. 

Another—on the eve of an extended business trip—dictates a 
mass of letters, final instructions and suggestions while waiting for the 


midnight train. 

But, to most business men, The Dictaphone means freedom 
from after-hours work, because its time-saving convenience generally 
clears their desks before closing time. 


15-Minute Demonstration 


Phone or write The Dictaphone Branch Office nearest to you 
for a 15-minute demonstration in your office, on your work. 


TRE NIC TAPAVNE 








Registered in the U. S. and Foreign Countries 


— Dept. 142-F, Woolworth Building, New York City 


, = 
Branches Everywhere Write for Booklet, ‘“The Man at the Desk’’ 
There is but one Dictaphone, trade-marked ‘‘The Dictaphone,” made and merchandised by the Columbia Graphophone Company ~ 
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INTERNATIONAL BANKING 
through the Chicago Center 


AVE YOU THOUGHT of Chicago as a center of international trade? 
Have you realized that Chicago is the logical center for the in- 
ternational banking of the United States ? 
Chicago’s position as the natural capital of the vast food, fuel, 
iron and lumber-producing territory of the Middle West demanded 


and has resulted in 


The CONTINENTAL and 
COMMERCIAL 


BANKS 


at the service of the nation and the world in this wonderful year of oppor- 
tunity that ushers in world reconstruction and international amity. 


Are you seeking to establish your 
business on international lines, or at 
least on national lines? Then you re- 
quire just such a broad and comprehen- 
sive financial service as The Continental 
and Commercial Banks afford. 

With resources of $440,000,000 and 
over, these Banks are able to participate 
in large undertakings important to the 
United States and every part thereof 
and important to other countries of the 
League of Nations. 

Briefly outlined in its main features, 
the service of The Continental and 
Commercial Banks is as follows: 


Commercial Banking, Foreign and 
Domestic 

Financing Industries, Municipalities, 
Railroads, Public Utilities 

Financing Government Issues 

Financing Foreign Trade; Letters of 
Credit and Travelers’ Cheques 

Personal Trust Service 

Corporate Trust Service 

Corporate Agency Service 

Safekeeping of Foreign and Domestic 
Securities : 

Investment Securities 

Savings 

Safe Deposit 


Continental and Commercial NATIONAL BANK 
Continental and Commercial TRUsT AND SAVINGS BANK 
CHICAGO, U.S.A. 
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Industries in Your Front Yard 


(Continued from page 18) 
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after the campaign and will be continued for many 
months. For the present, only Cleveland products 
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are being exhibited by the bank but it is probable NN A yaa (( oJ 
that the scope of the schedule will be extended later | NIN ik Mi " iy L Cr 
to include nationally known products manufactured _ |j/\ iN re’ ——== f 
elsewhere. In that event, the educational value of _ jj ¢ Mm . 


the display as well as the direct benefits to be derived 
not only by the bank but also by the city as a 
whole, will be even greater than under the plan now 
operative. 

The selection of exhibiting manufacturers depends 
not at all upon whether the company is a customer 
of the Cleveland Trust but only upon whether or 
not the process or the product holds the requisite ~ 
human interest to recommend it as adaptable to the 
program laid down. Once the exhibitor is admitted 
to the schedule, virtually the only condition im- 
posed is that he leave entirely in the hands of the 
trust company the preparation of the layout and 
advertising design of the poster messages backing up 
the action exhibit. The charging up of this art work 
to the exhibitor is his only cost so far as the bank is 
concerned. 

The advertising value of the plan to the exhibiting 
manufacturer is inestimable. From the standpoint of 
the bank, the value is also inestimable—in the long 
run, if not from immediate results—when consid- 
ering the great corporations on the exhibitors’ list and 
the general public as well, on whom the educational 
features cannot fail to have an effect. As to the 
direct benefits that may reasonably be expected 
from the exhibitors themselves, W. A. Schulte, adver- 
tising manager, puts it this way: “Whenever the 
Cleveland Trust may be in need of co-operation from 
any or all of our exhibitors, we feel pretty confident 
that we will get that co-operation, and it will be 
entirely voluntary on the part of the exhibitors.” 

Mr. Schulte is a firm believer in institutional 
advertising. He believes that advertising should 
contain an educational value. To make a lasting 
impression, it should carry a message in a dramatic 
manner; the unusual should be a strong factor, for 
commonplace advertising is money poorly spent. 

Additional publicity for the displays is obtained 
by occasional reference to them in the _ bank's 
regular newspaper advertising and by distribution of 
leaflets among the employees of the factories 
exhibiting. The leaflets are illustrated with cuts of 
the exhibits and also of the trust company’s many 
branches throughout the city. This is a typical cap- THE SAFE-CABINET COMPANY 
tion: ‘““‘W-S-M Tire Press exhibit displayed by your 
firm at the Cleveland Trust display, southeast corner 
of Euclid Avenue and E. Ninth Street. The small 
insert photograph to the left explains why this is 
termed ‘the best display space in Cleveland.’ ”’ 








RECORDS! 


Would They Be Safe If Fire 
Came Tonight? 


All records have value else they would not be created. Yet 
there are doubtless many of these costly records in your desks, 
cages, files and elsewhere, that are not protected against the 
constant menace of fire. Where do you keep your ledgers, pass 
book d checks and notes? 


THE SAFE-CABINET 


Withstanding severe fire test requirements, THE SAFE-CABINET 
has been awarded the new rating ofthe Underwriters’ Laboratories. 
It now bears their class “A” and “B” labels. 


A Service For You 


Our business is the surveying of records and analyzing the fire 
hazards that surround them, for 
the purpose of efficiently advis- 

ing as to the method used in 
safeguarding these valuable 
assets. This personalized 

service will be rendered by 
men qualified to do so without 
cost or obligation. Delays 
may be dangerous. Avail 
yourself of this opportu- 
nity to know the pres- 
ent safety of your 
many documents. 


Write today! 15 


























Originators and Sole Manufacturers of 
THE SAFE-CABINET 


135 Green Street Marietta, Ohio 
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z The Emblem of Coupon Collection Efficiency = 
= ANKERS know the value of a proven name. They choose with confidence the article of = 
= demonstrated worth, which can be identified by the name upon it. = 
= ° ” — = 
= That is why the very name “VICTOR” is a distinct asset to you, a real = 
= “EMBLEM OF EFFICIENCY” | a “Unmatched for Effectiveness” = 
= ENVELOPES = 
es Pat'd May 7, 1918 = 
= Briefly “VICTOR” envelopes, the patented visible coupon containers, eliminate detail work—save time— guard against = 
= the possibility of error, and increase individual and collective capacity and efficiency. Receiving tellers—ONLY— = 
= handle loose coupons. = 
= When you buy “VICTOR” envelopes, you buy something more than mere envelopes. You purchase the maximum of = 
= efficient Coupon Collection Service at the minimum cost. = 
= A FRIENDLY WORD OF —WARNING — = 
= to present and future users of “Victor Coupon In Sight Envelopes” = 
= Having learned that envelopes like and similar to VICTOR COUPON IN SIGHT ENVELOPES are being offered by manufacturers unacquainted with the = 
= facts, to users likewise uninformed, we hereby advise that Victor Coupon In Sight Envelopes are fully protected by letters patent granted and issued, and that = 
= users of infringing envelopes automatically become a party to, and are liable in suit for infringement. = 
= age Send for samples and our satisfaction guaranteed proposition ——: = 
z CORPORATION COUPON ENVELOPE COMPANY = 
= MILWAUKEE Exclusive Manufacturers WISCONSIN = 
_R 000 











“Joined Up =The Junior Officers 


AV ING in mind co-operation on a 

practical basis, the younger officials 
in the banks of Salt Lake City have 
formed an association which is unique, and at least up 
to the time of its organization, was the only thing of 
the kind in the country. It is known as the © Junior 
Officers Association,’ and as its name implies, its 
membership consists of the junior officers of the 
clearing house banks. 

After dinner the monthly meeting resolves itself 
into a round-table discussion of the problems which 
daily come up to the members and questions on which 
the association has no power to act are referred to the 
Clearing House Committee. The first big thing to 
come before the association was the small account 
problem, and while no claim is made that it has been 
solved scientifically or even equitably, at least the 
banks of Salt Lake City are now getting a little revenue 
out of a class of business that once was a dead loss. 
The matter of a schedule for deferring interest on 
items in the course of collection has also been worked 
out and now that the clearing house is revising its 
rules, the Junior Officers Association has been asked 
to prepare and submit the entire new code. 


ADVERTISING SECTION 


By J. A. 


National Copper Bank, Salt Lake City 


MALIA Then, take the matter of the purchase 
of supplies. A bank, for instance, can 
buy coin wrappers in lots of ten 
thousand or a hundred thousand at a certain price. 
[t can buy a million at a very much cheaper rate, but 
cant use a million. All the banks can use a million 
very readily so the association buys in bulk and every 
bank gets the advantage of the quantity price. The 
same is true of rubber bands, inks and other items 
which enter largely into the expense account. 

Evenings are profitably spent in the discussion of 
accounting ideas, forms, etc. The association plans to 
go further and take up the study of banking questions 
—probably will follow the Forum course of the Ameri- 
can Institute of Banking. 

While the Junior Officers Association was organ- 
ized purely for the discussion of local problems, there 
is a bigger idea, just in its inception, of encouraging 
similar organizations in other clearing house cities, 
and of working out some method of affiliating. The 
work of these associations need not overlap that 
of the American Bankers Association or the American 
Institute of Banking — it should rather be in con- 
junction with these. 
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GF ALLSTEEL LENDS DISTINGTION 
TO ANY OFFICE 


HEREVER you see a GF Allsteel-equipped office, you note an air of character and dis- 
tinction about that office. With the enduring elegance of simple design and perfect 


finish, GF Allsteel combines rugged strength, protection for records, fire-resistiveness, 
and continuous efficiency under all conditions of climate. 


Surely the combination of these qualities puts GF Allsteel in the class of preferred investments. 


Your records and business documents can be and should be housed in GF Allsteel—for their safety—for the con- 
venience of your office staff—for your own prestige in having your offices furnished with taste and distinction. 
The GF Allsteel Catalog shows the full line—will you write for it? 


GENERAL FIREPROOFING= | 


YOUNGSTOWN. » OH ne 


NEW YORK - BOSTON — CHICAGO — WASHINGTON — ATLANTA — SEATTLE 
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A real, heart interest story of fishing 
back in your boyhood days. Illustrated 
by Briggs, the famous cartoonist. 

Gives practical detailed methods, helps 
and hints on the angling sport of today. 
Shows full line of South Bend Quality 
Tackle. Tells the “how” of bait casting. 
Every sportsman and dealer should have 
it. Write for ittoday. Sent FREE. 


SOUTH BEND BAIT CO. 
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BANKERS: 


Let the 

“A.B. A™ E:, Cheques 
make your trip safe and pleasant. |» 
If you use them yourselves you | 
will recommend them to your 
customers. | 


BANKERS TRUST COMPANY | =) 


NEW YORK CITY | By 
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For Bankers who write their own Ads. 


Here is a book that will take a large part of the work off your shoulders— 


“2.000 Points for Financial Advertising” 
By T. D. MaeGREGOR Price $1.75 postpaid 


This book contains effective copy which can be used in various combinations to 
form thousands of different advertisements or letters on all phases of commercial 
banking, savings, trust, safe deposit and investments. 


BANKERS PUBLISHING CO., New York City 


Ask for circulars of MacGregor’s other books, “Pushing Your Business,” “The New 
Business Department,” “Bank Advertising Plans,” and “The Book of Thrift.” 
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The Trade and Bank Acceptance 
By JOHN CLAUSEN 


Vice-president, Chemical National Bank, New York 





This is the second installment of Mr. Clausen’s 
article analyzing the development of the use of ac- 
ceptances in bankingand business —THEEDITOR 





HE Federal Reserve Board when treating upon 
regulations governing acceptances has expressed 
itself in the statement that— 

‘The acceptance is still in its infancy in the field of 
American banking. How rapid its development will 
be cannot be foretold, but the development itself 
is certain. Opportunity is given by the Federal 
Reserve Act to assist the movement in this new direc- 
tion. The present regulations are to be regarded as 
a first step and will be extended as circumstances 
and a reasonable regard for the other uses and needs 
of the credit facilities of the Federal Reserve system 
may warrant.” 

An acceptance performs two kinds of offices in 
commerce, in that it saves the transmission of cash 
and enables the creditor not only to arrange with the 
debtor in fixing the date of payment, but if needed 
to secure the use of a sum equivalent to the debt 
before it is properly due. 

In the terms of the law an acceptance is defined as 
a draft or bill of exchange drawn to order, having 
a definite maturity date and payable in dollars in 
the United States, the obligation to pay which has 
been accepted by an acknowledgment written or 
stamped and signed across the face of the instrument 
by the party on whom it is drawn. The effect of 
such an agreement is that the acceptor obligates 
himself to pay at maturity according to the tenor 
of the draft or bill of exchange without qualifying 
conditions. 

Under the Federal Reserve Act the law governing 
acceptances, as amended under date of September 
1916, to better conform with conditions, reads: 

“Any member bank may accept drafts or bills of 
exchange drawn upon it, having not more then six 
months sight to run, exclusive of days of grace, 
which grow out of transactions involving the importa- 
tion and exportation of goods; or which grow out of 
transactions involving the domestic shipment of goods, 
providing shipping documents conveying or securing 
title are attached at the time of acceptance by a 
warehouse receipt or other documents conveying or 
securing title covering readily marketable staples. 
No member bank shall accept, whether in a foreign 
or domestic transaction, for any one person, company, 
firm, or corporation, to an amount equal at any time 
in the aggregate to more than ten per cent of its 
paid up and unimpaired capital stock and surplus, 
unless the bank is secured either by attached docu- 
ments or by some other actual security growing out 
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of the same transactions as the acceptance, and no 
bank shall accept such bills to an amount equal at any 
time in the aggregate to more than one-half of its 
paid up and unimpaired capital stock and surplus.” 

Counsel of that board have since approved restora- 
tion of the provision which by error was stricken 
out from the act in the amendment of September 
1916, thus giving to national banks the privilege, 
with the assent of the Federal Reserve Board, to 
accept up to one hundred per cent of their paid up 
and unimpaired capital stock and surplus. 

A further ruling has been given to the effect that 
an acceptance may be made payable in two places, 
provided it is made optional with the holder to present 
same at either place. With this interpretation it 
may be expected that out-of-town banks will option- 
ally arrange to have their acceptances payable by 
their New York, Chicago, St. Louis or San Francisco 
correspondents, and it is felt that as a result of this 
advantage there will be a much wider distribution 
of bankers’ acceptances. 

The law also provides that where funds resulting 
from acceptances are intended to produce merchandise 
for ultimate export, or where such monies are to be 
applied to the purchase of goods to be shipped abroad 
from the United States, the acceptance privilege on 
the part of the national banks can be invoked, which 
judiciously affords a broader scope to the application 
of the act and would seem extremely beneficial. 

The Federal Reserve Board has only recently made 
public a fact that will prove of general interest in that 
a bill drawn for a balance due on open account of long 
standing—accepted by the debtor—might constitute 
a trade acceptance, although in order that it may 
be accepted from the limitations imposed by Section 
13 of the Federal Reserve Act as a bill drawn against 
actually existing values, it must have been issued 
contemporaneously with or within such a reasonable 
time after the shipment of the goods as to justify the 
assumption that the merchandise is in existence and 
in the hands-of the drawee in original form or in proc- 
ess of sale. As evidence thereof, the Federal Reserve 
banks might reasonably require, says counsel, that 
such trade acceptances shall be offered as “bills of 
exchange drawn against actually existing values’ 
showing the date of invoice so that it may readily be de- 
termined whether the account is one of long standing. 

A further clause of the Federal Reserve Act which 
may prove of especial interest to banks dealing in 
foreign exchanges, provides that: 

“Any member bank desiring to accept drafts drawn 
by banks or bankers in foreign countries or depend- 
encies or insular possessions of the United States for 
the purpose of furnishing dollar exchange, shall first 
make application to the Federal Reserve Board, 
setting forth the usages of trade in the respective 
countries, dependencies or insular possessions in which 
such banks or bankers are located. 
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HE INITIAL INVESTMENT 
required to equip your bookkeeping 
machine with Byron Weston’s 
Typocount Linen LepcER Paper is fully 
warranted by its durability, uniform texture 
and wearing qualities. The vital advantages 
gained thereby are permanency of records, 
neatness and legibility. It will prove to be 
an aid to expeditious and satisfactory work. 


ERASURES on this strong, pliable paper do 
not destroy the finish or mar the surtace. 
The good buff color, without gloss, will not 
fade or discolor and receives a perfect im- 
print from type. The stock is tough and 
full-fibred, and will prove the economy of 
high-grade papers, by its splendid wearing 


qualities. 


Large sheets of Typocount will 
be furnished for testing on your 
machine. Write us today. 


Byron Weston Company 
“The Paper Valley of the Berkshires” 
Dalton, Massachusetts 
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The Barnard 
“Security ” Ledger Sheet 
Steel Cabinet 


NOT A TRAY, BUT A PATENTED POSTING 
MACHINE UTILITY 


EASE AND SPEED OF OPERATION SPELL 
ECONOMY. 


WITH SIDE WALL UP AND TOP COVER CLOSED, 
THE CABINET AUTOMATICALLY 
LOCKS—THUS “SECURITY” 

FOR TWO THOUSAND 
ACCOUNTS 


ALSO “SECURITY” LINE OF POSTING MACHINE 
SUPPLIES IN STOCK 


DON'T STOP AT THIS—SATISFY YOUR 
CURIOSITY AND WRITE FOR 
PRICES AND PARTICULARS 


Write Department “S’’ 


Geo. D. Barnard Stationery Co. 


ST. LOUIS 
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: Do You Remember , 
“The Prettiest Check in the World” |} 


| q Advertised in the May “Clearing House”? 


| Q These checks beautifully embossed with 
| your bank title, make a big hit. with your 
patrons for gift purposes. | 


G You were going to write for particulars. : 
| Did you? Don’t put it off again. 


| 
| CRESSTONE COMPANY, NA?oE&y | 
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“The Federal Reserve Board reserves the right to 
modify or on ninety days’ notice to revoke its approval 
either as to any particular member bank or as to any 
foreign country or dependency or insular possession 
of the United States in which it has authorized banks 
or bankers to draw on member banks for the purpose 
of furnishing dollar exchange.” 

The general economic arguments in favor of the 
acceptance feature of our present banking system are 
numerous, especially as regards the promising begin- 
ning now afforded to further our international trade 
and finance. 

Acceptances may be classified as of two kinds: 

1—The general acceptance which assents without 
qualification to the order of the drawer. 

2—The qualified acceptance which in express terms 
varies the effect of the bill as drawn. 

The latter may in turn be subdivided into: 

(a) A conditional acceptance—making payment 
by the acceptor dependent upon the fulfillment of the 
conditions therein stated. 

(b) A partial acceptance—effecting payment in 
part only of the amount for which the bill is drawn. 

(c) A domiciled acceptance—specifying payment 
at a particular place. 

If no special indications are made on the instrument, 
the drawee accepts it payable in the place where he 
lives, unless it be more advantageous to his interest to 
make it payable in any other approved financial center 
such as New York, Chicago, St. Louis, or San Francisco. 

When a bill is duly presented for acceptance or for 
payment and not accepted or paid on date of maturity 
as the case may be, the person or bank making presen- 
tation must treat it as dishonored for non-acceptance 
or non-payment. An acceptor, however, is not 
discharged through any failure of the holder to present 
the bill to him at maturity for payment. 

In practice presentation of a draft at usance is made 
as soon as possible after it has been drawn, but until 
it bears the requisite acceptance, drawee is under no 
liability with regard to the obligation. While the 
law does not lay down an absolute rule as to the time 
in whichtocarry out an instruction to obtain accept- 
ance, it is of the utmost importance that a bill of 
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Advertising 


Written to fit your individual local 
conditions and to reflect your policy. 








A special service for each client — 
no stock formulas. 


William S. Walker 


Financial and Industrial Advertising 
Park Building, Pittsburgh, Pa. 


exchange be presented for payment on the day it 
matures in order that all legal rights be duly conserved. 

Where bills of lading and other documents are 
attached, they are exhibited to drawee at time of 
presentation for acceptance when subsequent delivery 
thereof to the interested party is made, or retained 
until payment or date of maturity, usually covered by 
an annotation on the draft reading—*Documents on 
Acceptance” or “Documents on Payment” to conform 
with instructions as given. 

If the instrument bears the clauses provided by the 
Federal Reserve Board, “obligation of the acceptor 
hereof arises out of purchase of goods from the 
drawer, it is considered prime commercial paper, 
rediscountable at Federal Reserve Bank rates, which 
in the case of two-name paper are exceptionally 
favorable, in view of the better guarantee afforded as 
against obligations bearing but one signature. 

The Federal Reserve Board, exercising its statutory 
right to regulate the purchase of bills of exchange and 
acceptances, has determined that they are eligible 
for negotiation by the Federal Reserve banks—with 
or without the endorsement of a member bank—pro- 
vided they have not been :— 

1—Issued for selling or trading in stocks, bonds or 
other investment securities, except bonds and notes 
of the government of the United States. 

2—A bill, the proceeds of which have been used or 
are to be used for permanent or fixed investments of 
any kind, such as land holdings or machinery or for 
investments of merely speculative character. 

But in turn must have been— 

(a) Accepted by the drawee prior to purchase by a 
Federal Reserve Bank unless it is accompanied and 
secured by shipping documents or by a warehouse, 
terminal or other commercial receipt conveying securi- 
ties title, or— 

(b) Secured by a pledge of goods construed to 
include wares, merchandise, agricultural products, 
including live stock. 

The Federal Reserve Act governing discounts of 
acceptances based upon the shipment of goods be- 
tween the United States and any foreign country, 
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Convert Victory Loan Subscribers 
into Regular Depositors 


ATRIOTISM instilled the saving 

habit in thousands. Shall the habit 
die or will you capitalize the opportunity? 
Make a list of those who buy Victory 
Bonds. Add the names of those who 
purchased previous bonds. Cultivate 
the saving habit in these people with 
frequent letters, circulars, etc. Result— 
new depositors! Other letters to 
present depositors will help maintain 
regularity of deposits. 


From card index plates made by your clerk, 
the Addressograph automatically fills in your 
letters, addresses envelopes and circulars, etc. 
Speed—15 Times FASTER THAN PEN OR TYPE- 
WRITER, 100% accurate. Work exactly lke 
typewriting. Hand, foot lever or motor models, 
to meet your requirements. 


Same machine cuts your record-keeping costs— 
Speedily heads and dates statements, etc. 
Used by thousands of banks. 


FREE TRIAL: Representative will call with $60 Ribbon 


Print Hand Addressograph, demonstrate it at your desk and if 
desired, leave it for trial Just MAIL THE COUPON. 


Alddressog 


FRACE MARK 
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Branches and Service Stations in 54 principal cities in the United States and Canada 


SUjUNNNNENUUUANUULUUOUUUOEOUUUURULLULULULUUUENUONEOUOOEUUUEOUONEUOOEUUAOUUHOU USUAL 


ADDRESSOGRAPH COMPANY (908-J1), Chicago 


Without cost or obligation, please give us O Facts about Trial Offer 
© Demonstration in our Office We use forms checked below 
a Official 


Firm 


Address 


No. of names on list 


O Filling in Letters OO Statements O Interest Slips. 
O Dividend Notice Sheets © Daily Advices [1 Envelopes, Circulars 
O Trial Balance Sheets O Ledger Sheets 0 Stockholder’s Lists 
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An 
Exponent of 
Craddick Service in 
the West The 
First National Bank, 
Napa, Calif. 
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from Maine to California,— 


OU will hear the same good words about Craddick 
Service Advertising! 


The reason? Personal Service! Just as we give 
Mr. Bickford of the First National Bank of Napa, ad- 
vertising which fully. meets conditions in California— 


And plan, write and produce advertising for Mr. Joy, 
which is exactly suited to the needs of the Merchants 
Trust & Banking Co., of Presque Isle, Maine—as we 
have for the past SIX years— 


So we can furnish you with an advertising service that 
will prove profitable for your bank. Ask us for a proposal. 


CROOK 


ADVERTISING SERVICE 
Employed by 500 Banks in U. S. 
MINNEAPOLIS, MINNESOTA 














6644S Se 
4440 O6OS4 
osec eet! 


Separate compartments for 


| listed and unlisted items— 


\ 


1. 

2. For checks listed. 

3. For deposit tickets not 
listed. 

4. For deposit tickets 
listed. 


Saves Time for Busy Bankers 


Every minute and every motion can be made to count if you 
use a Coleman Time-Saver Check and Deposit Tray. 

The ideal way to keep checks or deposit slips arranged in con- 
venient order to facilitate listing or posting. Enables the 
operator to save many minutes of valuable time each day, and 
to avoid dropping or confusing items handled. No delay for 
tellers or clerks; the left hand turns up items as fast as the 
right hand lists them. Apply the principle of the currency 
drawer to your bookkeeping methods. 


Thousands of banks all over the country use Coleman Time-Saver Check and i 


Deposit Trays. Many large banks have equipped all machines. No bank too 
small to use profitably. Sold on a money-back guarantee. 


Price $7.50 f. 0. b. Detroit, Mich. 
° 1977 Wood d Ave. 
Richard r MICH 
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between any two or more foreign countries, or be- 
tween continental United States and Porto Rico, 
the Philippine Islands, the Canal Zone, is not con- 
strued, strange as it may seem, to provide for accept- 
ances based on the shipment of goods between conti- 
nental United States and Hawaii or between any ports 
of continental United States. 

When acceptances are brought to a bank to be 
discounted there are many points which require care- 
ful observation in order that the portfolio may not be 
filled with bills which are not marketable or may not 
be promptly paid upon maturity. If the maker, 
acceptor and endorser of such instruments are quite 
satisfactory, the point next in importance to be 
ascertained is if the bill of exchange is drawn for a 
genuine trade operation and not for the purpose of 
raising capital which, strictly speaking, would not 
be within the recognized limit of negotiable value, 
as specified under the Federal Reserve law. 

The bank rate as quoted in European centers is 
that on which is based the discount for approved bills 
of exchange and acceptances, regulating the supply 
of money on the one hand and the demand for nego- 
tiations on the other. Low discount rates are an 
incentive to the revival of trade and advancing 
quotations in turn act as a natural check on trade, 
these limits therefore producing a gradual increase or 
decrease in the demand for money. 

While such conditions are symptoms in governing 
the discount rates in Europe, the “‘call loan rate’ as 
quoted in our eastern markets may be considered as 
having only an indirect relation to trade in this 
country. 

From recent reports it is learned that the Federal 
Reserve Board contemplates a general revision and 
standardization of discount rates to embrace a tenta- 
tive schedule covering: 

1—Paper maturing within fifteen days, including 
collateral notes. 

2—Paper maturing within sixteen to sixty days. 

3—Paper maturing within sixty-one to ninety days. 

4—Trade acceptances maturing within sixty days. 

5—Trade acceptances maturing within ninety days. 

6—Bankers acceptances maturing within ninety 
days. 

7—Commodity paper maturing within ninety days. 

8—Agricultural paper maturing within ninety to 
180 days. 

There is a marked difference between discount and 
interest, and for a concrete example the table which 
follows may serve to demonstrate the difference in 
per cent of profit per annum between lending money 


by way of interest and advancing funds under dis- 
count: 
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Interest Discount 

1 per cent _-- 1.010101 per cent, Ample Sheets 
2 per cent- _. 2.040816 per cent . Cc 

3 per cent - 3.092783 per cent Working — 
4 per cent . 4.106666 per cent Room Skid 
5 per cent _ 5.263157 per cent 

6 per cent _.. 6.382968 per cent 

7 per cent-_.- _. 7.526881 per cent 

8 per cent_- - 8.695652 per cent Double the Efficiency of Your 

9 per cent_- - 9.890109 per cent 


10 per cent_- -L1.111111 per cent 
This difference arises in that the interest on a loan 
is usually payable monthly or under periodical term 
agreements, whereas the discount on a bill of exchange 
is deducted at the time of negotiation. 


(To be continued) 





Getting Employees’ Co-operation 
(Continued from page 21) 
perhaps half a dozen other valuable safeguards. 

“Of course, even Mr. Barnard, who was here, 
never stopped to think the teller was doing all these 
things—and smiling, too. So you, who dismissed the 
transaction from your mind when Mr. Barnard left 
you, cannot reasonably be expected to imagine all that 
happened. But these things all did happen; and they 
used upacertain amount of agood man’s mental energy. 

“Teller’s service is but a small portion of what 
City Trust Company gladly gives you. 

“In view of this, don’t you think it fair on your 
part to keep a larger balance on our books? 

Consider :—It will be as much to your advantage 
as to ours. 

“Your increasing balances will be noticed and will 
result in our ever-growing enthusiasm in being of 
greater and more valued helpfulness to you. 

“Yours very cordially, 


“City Trust CoMPANY, 
‘““H. W. Dresser, Secretary.” 

Mr. Dresser wrote me thus: 

“We were very much amused to have a dozen or 
fifteen telephone calls from the recipients of these 
letters, showing considerable anxiety over our having 
cashed twenty-five dollar checks for a certain Mr. 
Barnard, of whom they had no knowledge and 
with whom they had never had any business deal- 
ings. A number of people also called and made 
inquiry as to whether we had paid any such checks. 

“It gave us a most excellent opportunity to talk 
with these people and to explain that Mr. Barnard 
was simply a fictitious name used to illustrate the 
amount of detail work which every checking account 
calls upon a bank to do, and to ask them to increase 
their balances to a point where the amount carried 
will compensate us for this work. 

‘| thought you would be interested in this instance of 
a letter which provided its own ‘follow up’ and whose 
efficiency was, in good part, hit upon by accident.” 


33 








Posting Machine with the 


ADJUSTO TRAY-BINDER 


With the open, flat base construction, and the great capacity 
of the Adjusto Tray-Binder you get these advantages: 


Ease and speed of operation. 
Ample room for handling sheets. 
Clear vision of entries to bottom of page. 


These features, combined with the “adjustable to any 
angle” jaws or sheet supports, provide the best working 
facilities, and make for efficiency. 

The ADJUSTO TRAY-BINDER combines all good 
features of both Trayand Binder, providing adaptability, 
convenience and service that cannot be obtained with 


any other equipment. Every claim backed up by actual 
performance. 


Bankers everywhere endorse the ADJUSTO because of 
the advantages it affords—here’s what they say at the 
State Bank of Omaha— 


“Many bankers come here to look over 
our Posting Machine System, and we are 
proud to show them our Adjusto Tray- 
Binder equipment. Our bank is your 
best advertisement in the Omaha District.” 


We furnish the ADJUSTO to fit your sheets 


ADJUSTO 
Tray - Binder 


Posting Machine 
Ledger Equipment 
provides the most efficient 
method of handling ac- 
counts. Holds up to 2000 
sheets. Takes sheets of 
any size. Sheets rest on 
non-skid base. Adjustable to 
any position. Locks like a 
ledger binder. Provides instant 
reference to accounts, before, 
during, or after posting. Works 
hand-in-hand with any posting 
machine. Used and endorsed 
by thousands of banks through- 
out the nation. 


We invit 





parison with other equipment 
Lefebure Ledger Company 
Makers of complete machine bookkeeping systems 


Cedar Rapids, Iowa, U. S. A. 


Canadian Ag y—B Systems Limited, Toronto, Outasio 
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In Wall Street— 


Wall Street long ago ceased to be a street, 
in the minds of men. It stands rather for a force 
in our national life and the life of the world; 
for a narrow district where thoroughfares of 
trade cross each other—a great center of 
industrial, commercial and financial activity. 


Yet it is no more true of the great interests 
involved in this international market place and 
counting house than it is of the comparatively 
tiny affairs of a country store, that success de- 
pends on the knowledge of facts expressed in 
figures. Dollars and cents, pounds and ounces, 
tons and carloads are resolved into the factors 
of production and profit by hours and hours 
of calculation and figuring. 


And in almost any of the great financial 
houses of New York you'll find Burroughs 
Machines economizing time and labor and 
assuring the accuracy of transactions because 
they make that accuracy depend on the 
touching of a key and not on mental calcula- 
tion which may or may not be reliable. 
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-—=On Main Street 


Almost every town has its “ Main Street” and 
r r on that Main Street is the bank and the hard- 
; ware store, the grocery and the drygoods store. 
The same problems come up for solution in | 

‘sm, each of these little business concerns as in the 
— financial district of New York or the man- 
; ufacturing districts of Pittsburgh or Chicago. 
a ig “How can I divide a dollar into the right 
proportions of materials, labor, overhead, sales 
expense and profit?” asks the retailer. “How 
can I get a daily balance and proof of posting?” 

i asks the banker. 

Both find their answer in the automatic 
arithmetic of Burroughs Adding, Bookkeeping 
and Calculating Machines. Their variety 

| covers every figure need of any one business, 
| sd, ee | their principle applies to the common need of 
aka j all business. 
os ae All Burroughs users obtain the same re- 
sults—accuracy, promptness, legibility and 
convenience, with a great saving of labor 
involved in figuring. 
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Home Savings Bank, Los Angeles, Cal. Western Venetian Blinds in windcws 





Indirect Daylight 
for Banks 


If your banking room has a sunny exposure 
it should have WESTERN VENETIAN 
BLINDS in the windows. 

They eliminate shades and awnings, accomplish- “Siem 
ing far more than both. Ask us for our new 
booklet entitled ‘“‘Harnessed Sunlight for Banks.’’ 


WESTERN BLIND AND SCREEN CO. 


27th and Long Beach Ave., KANSAS CITY, 
LOS ANGELES, CAL. MISSOURI 
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PRODUCED IN THE BURROUGHS PRINT SHOP 




















The Gordian Knot 
of business— 


The Phrygians needed a king. They were instructed by the oracle at Delphi to choose the 
first person they met riding on an ox-cart towards the temple of Zeus. 


They did. It was Gordius, a poor peasant. He afterwards dedicated his cart and yoke to 


Zeus, and tied the knot so skillfully that the oracle declared that whoever should unloose it 
would be ruler over all Asia. 


Then came Alexander the Great and cut the knot in two with his sword. Very simple! 


The Gordian Knot of business is filing. Some men, even today, put up with a mediocre filing 
system simply because they imagine no one can untie the difficulties that beset them. 


And then, all at once, comes the clear sharp sword of twentieth century progress and cleaves 
the way to greater efficiency. It is all very simple when you go about it in the right way. 


The L. B. Automatic index is one way of doing it right. It is the quickest, most accurate, and 
the most practical method of filing and finding ever devised. 


You are not experimenting when you come to Library Bureau for the untying of the knots of 
filing. Forty-three years experience have developed the practical know-how that means so 
much in these days of readjustment. 


Write for catalog G5018-M 


LibraryBureau 


Card and filing 





Filing cabinets 















systems Founded 1876 wood and steel 
Boston New York Philadelphia Chicago 
43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 
Albany, 51 State street Des Moines, 619 Hubbell bldg. N. 31 Clinton Washington, 743 15th street, N. W. 
Atlanta, 124-126 Hurt bidg. Detroit, 400 Majestic bldg. Oliver Worcester, 716 State Mutual bidg. 


Baltimore, 14 Lighi street Fall River, 29 Bedford street 
Birmingham. 1724 Jefferson County Hartford, 78 Pearl wee 
bld Houston, 708 Main 





79 
Distributors 





’s 
Bridgeport, $11 City SavingsBankbldg. Indianapolis, 212 Merchants Bank bidg. San  Praneiees. J. W. Wentworth & 
Buffalo, 508 Marine Trust Co. bidg. Kansas City, 215 Ozark bid et street 
Cleveland, 243 Superior arcade Milw: anne 620 Caswell block bldg. ran vo a a Sokee. & Hughes, 
Columbus, 20 South Third street Minneapolis, 428 Second avenue, South lectric bidg. 
Denver, 450-456 Gas and Electric bidg. New Orleans, 512 Camp street 


1, 109 Field stree 
FOREIGN OFFICES 





London Manchester Birmingham Cardiff oan <4 
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Seno You Tris 


BANK STEEL FILING 
EQUIPMENT FOLOER ? 











os BAKER-VAWTER COMPANY, to present the most efficient, 

practical and modern steel filing equipment to the banks of this country 
and Canada, has just completed a new folder, pictured above, illustrating 
and describing the very highest type of Steel Filing Equipment. 


BAKER-VAWTER 
STEEL FILING EQUIPMENT 


is in use by 14,000 banks and they find that the 30 years’ experience of 
Baker-Vawter assures them the logical and correct equipment for their 


individual needs. 


I will send this folder “Step Inside, Please” free of charge to any bank 


interested in Steel Filing Equipment. 


Baker-Vawter Company will also be 


glad to submit suggestions and recommendations to solve your filing problems. 
Send the coupon today—the folder will interest you; it is free—without 





obligation. 

Benton Harbor, Mich. Holyoke, Mass. San Francisco, Cal 
Sales Offices in Salesme: 
tite" BAKER-VAWTER COMPANY — Eecowiere 
—_ . LOOSE LEAF AND STEEL FILING EQUIPMENT iow One 


Canadian Distributors: 


COPELAND-CHATTERSON, Limited, Brampton, Ontario 
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